February.. 


OW is the time to get set for 
spring business on chick 
feeds, seeds, fertilizer, ete. 

Check your mailing list. Ask the 

manufacturers and jobbers for latest 

information about the products you 
handle. Contact your bigger custom- 
ers so as to be sure some competitor 
doesn’t sell them before you are 
ready. Go after the orders you 
missed last year and get there first. 

Clean up your mill, warehouse and 

office (outside and inside) so that 

the entire aspect of the place “invites 

*em to buy”. This is a merchandising 

year. 


MERCHANDISING MAGAZINE 
OF THE FEED 


INDUSTRY 


| | 


The McKercher plant (shown above) reflects the progressive spirit of the 
owner (shown seated at his desk). Mac is one of the best known feed men. 
in Wisconsin and was first president of the Central Retail Feed Association. 


Big Jo Flour has been sold in Wisconsin Rapids for 
44 years. The record proves that it’s “Best in the World” 


Milling Co., Wisconsin Rapids, Wis., never watches anything 
“go by”. If it’s good —he has it, for himself and for his cus- 
tomers. “We appreciate the quality of Big Jo flour,” says Mac, “and 


that’s why it has been one of our leaders for many, many years.” 


Associated in the business are Mac’s two sons, Donald and Robert. 
Don pilots his own plane but admits that business has almost as many 


thrills as flying. He manages the office while Bob is out on the road selling 
— Big Jo flour. 


MILL Co. 


WABASHA, MINNESOTA » » USA. _A 


| MEKERCHER MILLING CO. 
‘ # 
\ 
yy ‘ f AC, as many of his friends call D. W. McKercher, McKercher 
é 
| 
‘Bread is the best and cheapest [086° 


When it comes to consider- 
ing our interest as against 
your satisfaction, all factors 
must abdicate in your favor. 


Let Us Quote You On 


Brewers Grains e Millfeeds 

Malt Sprouts ¢« Linseed Meal 

Meat Seraps e Feed Barley 
Glidden Soy Bean Meal 


Screenings 
of all kinds. 


Our daily and weekly quotations gladly sent on request. 


FEED-GRAIN 
SCREENINGS 
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will are less likely to do anything that 
might nullify the effect of their advertis- 
ing than firms making no such invest- 
ment. It will pay readers to trade with 
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COAST TO COAST 
GRAIN SERVICE 


INCORPORATED 
Headquarters —MINNEAPOLIS, MINN. 


761 Chamber of Commerce 


Country Offices 


Fairmont, Minn. 
Marshall, Minn. 
Williston, N. Dak. 


Crystal, N. Dak. 
Sioux Falls, S. Dak. 
Lincoln, Neb. 


Terminal Offices 


Duluth Buffalo Kansas City 
Milwaukee Albany St. Louis 
Chicago New York Portland 
Green Bay Boston Spokane 
Cedar Rapids Omaha Seattle 

Toledo Memphis San Francisco 


Winnepeg, Man. Montreal, Que. 


Cargill, Incorporated, Seed Division 
Box 54, Minneapolis. 


TALK asour Bacs! 


(Quoted from Customer’s Letters) 


“WE are mighty glad to be 

buying some bags from 

you and want to say that you 

have been giving us beautiful 
bags and excellent service.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 
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r—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


(WERTHAN )— 


—REAL REASONS 


why Buffalo Corn Gluten Feed Sweet- 
ened should be included liberally in the 
dairy rations you put out to your trade. 


1 12% content of Dextrose, the food 
" energy sugar 


2. Palatability 
3. 20% Protein content 


4. Economical source of nutrients 


5. All corn origin 


® Buffalo Sweetened is 
a fine energy produc- 
ing feed and a milk 
producer as well. 


Corn Products Sales Co, 
New York and Chicago 
SWEETENED 


PROTEIN MINIMUM 20% 
Fat MINIMUM 1% 
FIBRE MAXIMUM 7% 


Buffalo Sweetened 


CORN SUGARMOLASSES 


DEMOUNTABLE! 


q 


Save operating time and expense 
on repairs by installing this remark- 
able, new Demountable Screw 
Conveyor in your feed or grain 
plant. 


WRITE TO 


L. BURMEISTER CO. 


3225 W. Burnham St. @ Milwaukee, Wis. 
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MILLING COMPan 


pear Friends: 


GET THIS FREE 


“par gaining" 


do I esSe 

now and i it means We us something 

This free manual is chock-full I don't thin sell 


of practical, money making 
ideas for the feed dealer. Find 
out why mixing feeds THE 
HUBBARD SUNSHINE WAY 
has been so remarkably success- 
ful. Get the facts about having 


is aw WE wen th 
full money 'S wor Ulle 


ing to 
is trying 
it ‘ 
we are getting 


our bar gaining, 


the real reason” 


eas 
it always get 


your own private feed brand. But in +4, in the en yw you can 
Hubbard helps you. look this at we pey fore 

Learn what territories are open just abou on the market at cake Sunshine « % 
to up-and-coming feed dealers puy feeds bar 


who want more profits! 


a 
I know this i shine, you are 6 4 the word 
for Hubbard's Not only thet, that 
rm uc 

co out dealers 

the once aa 
t’s complete — con- : nde 
essen- to bear in ml relys 
tial vitamins, pro- 


teins and minerals. 
Mix it with your 
own grains to sell 
under your private 
label. Hubbard helps 
youmsees you 
through from form- 
ulas to advertising. 
Dealers everywhere 
show big increase in 
volume and profits 
with their own 
brand of feeds made 
the Hubbard Sun- 
shine Way. 


MOTHER HUBBARD CEREALS 
HUBBARD SUNSHINE CON- 
CENTRATES AND MASHES 
HUBBARD SUNSHINE DOG 


USE THE COUPON 


or write us lester: 


MOTHER HUBBARD FLOURS 


HUBBARD MILLING CO. 


FOUNDED 1878 Mankato, Minn. @ Eastern Plant: Ambridge, Pa. @ Dept. F-27 
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Yours very 


pREsIDENT 


HUBBARD MILLING 
COMPANY, Dept. F-27 


I'd like to know how Hubbard can help 
me do more feed business under my own 
label. Tell me if my territory is open and 
send me your mixer manual—free. 
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DAVID K. STEENBERGH, Managing Editor 


Volume Thirteen 


FEBRUARY, 1937 


Number Two 


Eastern Federation Plans Program 


For Annual Convention 


@ Will Meet at Syracuse on February 26 and 27 


FTER operating on a revitalized pro- 
gram during the past year the East- 
ern Federation of Feed Merchants 

will bring its members and dealers 
throughout the East into conclave at the 
annual convention which is to be held at 
the Onondaga hotel, Syracuse, N. Y., Feb- 
ruary 26 and 27. 

Ray B. Bowden, St. Louis, Mo., execu- 
tive secretary of the Grain & Feed Dealers 
National association, will be the principal 
speaker at the annual banquet which is to 
be held on the first evening. Mr. Bowden, 
noted for his ready wit and thorough 
knowledge of economic problems, will give 
an address that will be of interest and 
value to all who attend. 

Feed Research Review 

At other sessions of the convention, 
men of authority will speak on problems 
which affect the feed man’s pocketbook. 
Prof. J. W. Bartlett, head of the dairy 
husbandry department of the New Jersey 
agricultural experiment station, will give 
a review of the results obtained in recent 
research in animal feeding. The informa- 
tion which he will impart will be of direct 
value in improving the feed dealer’s serv- 
ices to his customers. 

New slants on advertising and mer- 
chandising are to be given by William A. 
O’Brien, advertising manager and secre- 
tary of the Rural New Yorker. This pub- 
lication conducts an extensive corre- 
spondence with its subscribers and as a 
result many farm problems which escape 
the dealer’s notice are brought to its at- 
tention. 

To Discuss Uncle Sam 

Another speaker will be Robert W. 
Belcher, manager, northeastern division of 
the United States chamber of commerce. 
He has chosen for his subject, “Your 
Relative Uncle Sam.” Mr. Belcher has 
not disclosed as yet whether he is going 
to tell about the Uncle Sam he first learn- 
ed about as a farm boy in New York state 
or whether he will discuss the Unc'e Sam 
he has known since he has become con- 
nected with his present organization. 

Negotiations are also under way to ob- 
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Official Notice of Federation Meeting 


@ The annual meeting of the Eastern Federation of Feed 
Merchants, Inc., will be held at the Onondaga Hotel, 
Syracuse, N. Y., on the 27th of February, at 9:30 A.M., 
for the purpose of electing seven directors and transacting 
such other business as may properly come before said 


meeting. 


Louis E. Thompson, Secretary. 


tain speakers to discuss other subjects in- 
cluding the accounting of taxes for the 
Social Security act and old age pensions. 

Albert Thompson, president of the fed- 
eration and his brother, Louis, who is serv- 
ing as secretary, assure eastern feed men 
that the program which will be presented 
to them will repay them many times in 
knowledge and benefits for the expense of 
attending. 


e BLINN MILLING CO. plant near 
Unionville, Pa., was destroyed by fire, 
January 23 with a loss estimated at 
$40.000 The mill was built ten years ago 
by A. L. and M. K. Blinn who have op- 
erated it since. 


e VICTOR FLOUR MILLS, INC., Vic- 
tor, N. Y., sustained a loss of approx- 
imately $300,000 when its plant was 
destroyed by fire January 28. H. L. Per- 
rigo, president of the New York State 
Millers association is head of the company. 


e F. P. ESHELMAN, Champagne, IIl., 
formerly sales representative for the Vir- 
ginia-Carolina Chemical Corp., East St. 
Louis, Ill., manufacturers of V-C ferti!- 
izers, has been promoted to the position 
of assistant sales manager of the company. 
D. K. Lange is sales manager. 


NEW YORK 

Elmore Milling Co., Oneonta, has open- 
ed a new branch feed store at Bloomville. 

Beacon Milling Co., Cayuga, entertained 
its employees at a turkey dinner, Jan- 
uary 9. L. S. Riford, president of the 
company gave a brief talk after which 
motion pictures were shown. 

M. J. Mudge & Son, Windsor, have 
opened a branch feed store on the Haw- 
kins mill property. 

J. W. Mock, Thompson, was found dead 
in a snow covered field near his home, 
January 14, after a search lasting several 
days. 

Wellsville Milling Co., Whitesville, has 
been purchased by the Feed Dealers Sup- 
ply Co. 

Ray L. Teeter, 58, for years a prom- 
inent feed mill owner and coal dealer at 
Cortland, died recently of a heart attack 
while sitting in his automobile. 

C. W. Brick Milling Co., Columbus, 
N. J., has leased the former Collins flash- 
light factory and will convert it into a 
modern feed store. 

Frederick J. Clark, Wood Flour, Inc., 
died January 18 at a hospital following a 
brief illness. 


e VALLEY SUPPLY CO., Middletown, 
Md., has installed a new feed grinder. 
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e EVERETT BUTE, Bradley, IIl., is 


planning to open a feed store at Ashkum, 
Ill. 


e DON BREWER has opened a feed 
store in the Foley garage building, Wal- 
nut, 


e CLAUDE GRIFFITH’S feed store, 
Coal City, Ind., was destroyed by fire 
January 28 with a loss estimated at 
$2,000. 


+ 


e COOPERATIVE FEED DEALERS, 
Inc., Binghamton, N. Y., has increased its 
capital stock to $100,000. C. Paul Ward 
is president and Herbert J. Barndt, 
secretary. 


his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


Effective Ad 


The manufacturer of a feed handled 
by a Wisconsin dealer furnished him 
with a large number of reprints of an 
advertisement pointing out the merits of 
the product from the farmer’s angle. The 
reverse side of the reprint was blank so 
the dealer conceived the idea of mimeo- 


.. for DR. SALSBURY DEALERS! 


All aboard for 1937! This year Dr. Salsbury’s 
Laboratories have planned a bigger, more ex- 
tensive, more “streamlined” sales and adver- 
tising program than ever before. Think of it! 
More than 50,000,000 sales messages in 29 farm 
papers and poultry magazines—national radio 
advertising on 25 stations reaching every im- 
portant poultry community—educational litera- 
ture, window displays, sales posters, dealer signs, 
dealer ads, letterheads, and many other powerful will 


sales boosters! 


Stock and recommend Dr. Salsbury’s products. 
They have “what it takes” to make money for 
you: quality, dependability, effectiveness—wide- 
spread demand and acceptance—rapid turnover. 


In short, they spell P-R-O-F-I-T-S for you! 


Write at once for complete details! 


DR. SALSBURY’S LABORATORIES 


Why It Pays to be 
a Dr. Salsbury 
Dealer 


Handling this line en- 
ables you to meet 
EVERY poultry medi- 
cation need of your 
customers. Makes your 
service more valuable 
= . tends to increase 
the number of your 
customers . . . builds 
confidence and good- 
- . brings cus- 
tomers back again and 
again. Fast sellers all, 
Dr. Salsbury’s products 
offer a generous profit 
on every sale. 


Moreover, when you 
handle this line you 
have back of you the 
experience of a nation- 
wide organization, a 
large staff of poultry 
health scientists, and 
unsurpassed laboratory, 
research and production 
facilities. For com- 
plete information, write 
us at once. 


Main Laboratories: Charles City, lowe 
BRANCHES: Jersey City, N. J., Kansas City, Mo., Pomona, Calif. 


A NATION-WIDE POULTRY HEALTH SERVICE 


graphing his own message in the space. 
This personalized the feed advertisement 
and gave the dealer an opportunity to 
feature many of the other items he 
handled. It actually brought results and 
the dealer is continuing this policy when- 
ever a piece of literature he receives al- 
lows for it. 


Just Arrived 


Whenever a Michigan dealer gets a new 
shipment of feed he sends out a standard 
circular that is mimeographed and which 
has an illustration of a stork delivering a 
baby on it. It starts off with the heading 
“Just Arrived” and puts across the idea 
of newness and freshness. At the bottom 
of the circular several specials are listed. 
The idea is getting good results. 


Building List 


An effective way to build a good mail- 
ing list has been devised by a Wisconsin 
dealer. Whenever a customer makes a 
purchase the original sales slip bearing his 
name and address is dropped into a con- 
tainer. Every Friday the store draws two 
names out of the box and the winners 
receive a set of dishes. “It is surprising,” 
the dealer reports, “how many new names 
we have been able to add to our mailing 
list as a result of this stunt. The prize 
we offer certainly brings the customers 
in and our sales have shown a nice in- 
crease.” 


On the Job 


To show that he is always ready and 
willing to serve his customers an Iowa 
dealer recently published an advertise- 
ment in his local paper which read as 
follows: “We are always on the job. We 
even sleep with one eye open, one foot 
on the floor and one hand on the tele- 
phone. If you want the low down on 
feed and poultry prices, give us a ring. 
We are always glad to hear from you.” 


Chick to Hen 


A moving window display which at- 
tracts the attention of customers and 
points out the merits of his poultry feeds 
is used with success by a Pennsylvania 
feed merchant. The device consists of 
cardboard cutouts of a baby chick and a 
full grown hen. These two move back and 
forth on power supplied by a small elec- 
tric motor. Only one is visible at a time 
as either the chick or the full grown hen 
emerges from behind a sign board. In 
large letters on this board is printed the 
message, “Raise Your Chicks to Healthy 
Laying Pullets by Using Blank Poultry 
Mashes.” 


THE FEED BAG — February, 1937 


| 
OR ne 4 SA LES R ECORD ee 
| 
| 
ese 


Plan to Finance Retail Feed Sales 
Approved by Iowa Dealers 


© Will Lift Credit Burden Carried by Members 


EED sales in Iowa may be financed 

in much the same manner as sales of 

automobiles, radios, washing ma- 
chines and other similar merchandise 
when the Independent Feed Dealers of 
Iowa begin operations in accordance with 
plans approved at a membership meeting 
in Des Moines, January 12. 

Features of the finance plan as reported 
to the meeting but which may be subject 
to changes in detail are: 

(1) Farmer customers of members of 
the Independent Feed Dealers of Iowa 
may purchase feed on credit, to be paid 
for within a period not to exceed six 
months, for a credit charge of 6 per cent 
of the total amount of the purchase. 

Chattel Mortgage Security 

(2) The farmer making such a credit 
purchase is obliged to fill out a credit ap- 
plication and sign a note for the amount 
of his purchase. The note is really a 
chattel mortgage or lien on the stock to 
be fed and/or such other property of 
the farmer as may be designated. Forms 
for both the application and the note 
are to be supplied by the association. The 
farmer’s wife will not be required to 
sign and there will be no discrimination 
between landowners and tenant farmers. 

(3) The dealer endorses the mortgage 
note and sends it to the office of the 
Independent Feed Dealers of Iowa which 
association also endorses the paper and 
deposits it with a banking institution co- 
operating in the plan. 

(4) If the note is for $106.00 including 
the credit charge, the bank immediately 
places $101.00 to the credit of the asso- 
ciation keeping $5.00 as its fee for inter- 
est, for registration of the mortgage and 
for collection expense. 

Fast Service to Dealer 

(5) The association mails its check, 
usually within 24 hours, to the dealer. If 
the note was for $106.00 the check going 
to the dealer would be for $95.00, the 
association keeping $1.00 for expenses 
and $5.00 for a sinking fund or reserve 
to meet possible losses. 

(6) The bank and the association will 
by agreement group the loans into blocks 
which may total $50,000.00 or more. 
When all the notes represented in any 
one such block or series have been fully 
paid the association will then return to 
its dealer members the amount of their 
deposits in the sinking fund or reserve 
applying to that block or series. 

George A. Schaaf, Schaaf’s Feed Store, 
Des Moines, secretary-treasurer of the 
Independent Feed Dealers of Iowa, ex- 
plained the finance plan as outlined above 
and described a typical transaction. 

“A farmer comes into your store,” he 
said, “and wants to buy four tons of 
feed which he will be unable to pay for 
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until he markets his cattle. You explain 
the association’s credit plan to him as 
something similar to the finance plan on 
which he bought his last automobile or 
tractor. He fills out an application and 
signs a note for $212.00 covering four 
tons of feed at $50.00 plus the finance 
charge. 
Advantages to Dealer 

“You then send the note to the asso- 
ciation here at Des Moines and within 
24 hours, usually before you deliver the 
feed, you will receive an association check 
for $190.00. You will also have credited 
to your account in the association’s re- 
serve fund an additional amount of 
$10.00 

“When your note and all the others 
in the same block or series have been 
paid, a check for the $10.00, from the 
reserve, will be mailed to you. You will 
then have received the full price and 
payment for the feed you sold and have 
enjoyed full use of practically all of the 
money throughout the entire period that 
your customer needed credit. 

“Advantages of the plan to you are 
that it enables you to keep your capital 
constantly working in your business in- 
stead of frozen on your books and also 
puts your collection problems in other 
hands permitting you to concentrate on 
sales. 

“The man who falls behind in his pay- 
ments on an automobile may ‘get mad’ 
at the finance company but he never 
blames the dealer. It is really a tre- 
mendous asset to have your collections 
handled by outside people.” 

Manufacturers Offer Credit 

Ralph Sprague, Sprague’s feed store, 
Oelwein, president of the Independent 
Feed Dealers of Iowa, presided at the 
meeting and other speakers who discussed 
the finance plan included J. A. Olson, 
Davenport Elevator Co., West Bend; 
James H. Wake, Oskaloosa; W. T. Barr, 
Ames Reliable Products Co., Ames; Mil- 
ton Liggett, Liggett’s feed store, Sey- 
mour, and David K. Steenbergh, The 
Feed Bag, Milwaukee, Wis. 

These speakers pointed out that five 
or more large feed manufacturers were 
now offering consumer credit in Iowa on 
their lines and through their dealers which 
fact has resulted in competition that the 
independent dealer is unable to meet. The 
association’s plan was heralded as means 
of restoring equality of opportunity. The 
association finance plan could be used by 
members, it was said, for sales of straight 
as well as mixed feeds and also for sales 
of other merchandise such as fertilizer 
and seeds. 

Before adjournment, two resolutions 
were passed by unanimous vote of pres- 
ent members. One approved the finance 


plan and the other gave the board of 
directors full power to put it in opera- 
tion. 

* * 

HARRY COWAN, Spencer Kellogg & 
Sons Sales Corp., and EARL WARNER, 
Archer-Daniels-Midland Co., both of 
Minneapolis, attended the meeting and 
were together so much that many of the 
dealers hastened to book linseed meal 
fearing an advance in price. 

* * 

A. E. (BERT) SARGENT, Sargent 
& Co., Des Moines, needed a shave but 
was still the best looking man at the 
meeting. He was looking after his firm’s 
dynamic little sales manager, TOM 
DYER. 

Bert’s only collar-ad competition was 
STAN NELSON of Northrup, King & 
Co., Minneapolis. Stan was a newcomer 
in Iowa but ably introduced by the con- 
vention acrobat EARL KNUTSON who, 
by the way, is a serious gent when you 
meet him at his desk in the Sterling 
brand offices. 

CARL ORSINGER, Waterloo Mills 
Co., Waterloo, Ia., who helped father the 
organization, buzzed around like a mother 
hen with a single chick. “Wait ’til you 
see the gang we'll have at Waterloo next 
month,” he boasted. “At that,” we agreed, 
“Waterloo does have a special attraction.” 

* * * 

D. K. LANGE, Virginia Carolina Chem- 
ical Corp., East St. Louis, Ill., vacationed 
in Des Moines during the meeting. He 
said the oratorical output of fertilizer al- 
most excelled the production of his plant 
but that he’d be back to sell a few bags 
when the season opened. 

* * * 

C. M. STORMES, Iowa Feed Corp., 
Des Moines, escaped from his wife and 
spent the evening with the boys. “I really 
enjoyed the evening,” said Gladys when 
interviewed the next day, “but it must 
have been a Stormy night.” 

*x* * * 

WALT BERGER, Des Moines Oat 
Products Co., held up shipments for a 
week and then hired a night shift to op- 
erate during the convention. ‘“They’re all 
so tired when they get through,” he said, 
ee I put them up at the Northwestern 

otel.”’ 


e HUGO STOLLEY, Fleischman Malt- 
ing Co., Chicago, was a visitor recently 
at the Milwaukee Grain & Stock Ex- 
change. 


e BEDFORD FEED CO., Bedford, Pa, 


is now operating in its new elevator and 
feed mixing plant. 
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BUSINESS 


LAYING HENS NEED 
PLENTY OF VITAMINS A 
AND D AT ALL TIMES, 
AND STRAIGHT OILS 
MAY VARY AS MUCH AS 
800% IN VITAMINS A 
AND D CONTENT... 
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WASN'T 


| KNEW | HAD A TOUGH 


ROW TO HOE WHEN [ 
TOOK OVER MILLERS 
FEED STORE... 


| WISH YOU LUCK, FRED, BUT | DONT 


SEE HOW YOU CAN MAKE THIS 
PLACE GO IF JOE COULDN'T 


JOE KNEW THE FEED 
BUSINESS, MR.PORTER, BUT 
HE GOT IN ARUT.HE NEVER 
WOULD USE WOPCOXX 


NOPCO XX? 
'VE HEARD OF THAT 
STUFF...OFTEN THOUGHT 
I'D GIVE IT A TRY... 


YOU CAN TRY IT RIGHT NOW! 
MY MASH HAS NOPCOAX 
AT THE "PROF/T-PRODUCTION” 
LEVEL. YOU SEE... 


THATS WHY WOPCOAX 
IN BOTH CHICK AND LAYING 
MASHES. 


I'LL TAKE A SACK, 
FRED. -LOOKS TO 
ME LIKE YOUVE GOT 
THE RIGHT IDEA. 
ALWAYS SAID YOU 
WERE A 
GO-GETTER 


FOR INSTANCE... 


HE WAS A 
GO-GETTER 


AND he made good. He found that Nopco XX lived up to his 
expectations and helped him build a thriving business. 

Nowadays, it isn’t enough to mix your feeds for mere pro- 
tection against rickets. Laying hens require a “‘ profil-production”’ 
level of feeding—as proved by a 4-year test sponsored by 
Nopco and conducted by the Pennsylvania State College, and 
involving studies of more than 6,000 birds. 

In this test it was found that increasing the Vitamin D from 
177 units to 354 units of Vitamin D per pound of feed,* actually 
increased egg production more than 2 dozen eggs per bird! 
And the eggs had stronger, better quality shells, and a higher 
degree of hatchability. 

But raising your feeds to “‘ profil-production”’ levels isn’t just 
a matter of raising the quantity of straight oils in your mashes. 
Straight oils may vary as much as 800G in Vitamin D content— 
according to the Minnesota Department of Agriculture. 

So play safe—do as 4,000 dealer-mixers are doing—use 
Nopco XX, the standardized source of Vitamins A & D, at 
recommended “‘ profil-production’’ levels. 


NATIONAL OIL PRODUCTS COMPANY, INC. 


3692 J. 
NOW CONTAINS ESSEX ST., HARRISON, N. J. 


335% MORE EACH POUND OF 

VITAMINS A and D NOPCO XX CONTAINS 

AT NO INCREASE IN PRICE 1,362,000 U.S.P. 
UNITS of VITAMIN A 


* This would be 
708 units per pound of egg mash, if fed 50-50 with scratch grains. 
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Editonial Commont 


TRUCK VS. TRAIN! Grain transported by truck is now subject to the 
A NEW RULING same requirements as grain transported by rail or 


boat in accordance with a recent ruling of the United 
States bureau of agricultural economics. 


This ruling provides that the seller of all interstate truck shipments of grain 
which is sold by grade be required “to have the grain inspected by an inspec- 
tor licensed under the Grain Standards act, before the grain is delivered’. 


There has been a large increase in truck shipments of grain the past few 
years and much of the increase was due to the fact that the buyer believed he 
was obtaining the grain for a lower price than available through regular channels. 


Recently, for example, Wisconsin dealers have been comparing prices paid 
for truck lots of corn from Illinois with Milwaukee market quotations for No. 3 
and No. 4 corn. As a matter of fact, however, there has been almost no No. 3 or 
No. 4 corn coming from Illinois in the present crop year. One Milwaukee firm 
handled approximately 100 cars of Illinois corn last month and only three of all 
these cars graded better than No. 5. Comparing the truckers’ prices with market 
quotations for No. 5 corn, therefore, would reveal that the truckers’ patrons 
seldom obtained a bargain and frequently paid a premium for their grain. 


The new inspection ruling will help remedy this situation but it will not be a 
cure-all as much trucked grain is sold by sample instead of grade. You are the 
judge and jury when you buy by sample so it is up to you to see that you get a 
square deal — but why buy on sample from an unknown trucker when you 
demand an inspection certificate when you trade with a reliable and financially 
strong firm in an established grain market? 


As we see it, the question of whether or not to buy from the truckers is a 
more fundamental problem than that of price or grade. 


The dealer who regularly buys in truck lots immediately steps down to the 
same purchasing basis as many of his larger consumer customers. These con- 
sumers see the trucker supply the dealer and then wonder why it wouldn’t be a 
good idea for them to have that trucker bring the grain direct to their barn. 


The dealer who regularly buys in truck lots also jeopardizes the position of 
his town with the railroad. Persistence in the habit may limit the stops at his 
station, cut down the number of trains on the line or even result in the abandon- 
ment of the line. All these things have happened. 


The feed and grain trade owes its strong position — its comparative freedom 
from direct selling, its ability to meet chain store competition — to its close 
connection with the railroads. The car lot unit is too big for the average con- 
sumer and too big for the sideline handlers such as chain grocery stores. To 
preserve and strengthen our present position, we should, whenever at all 
possible, maintain our stocks through carlot purchases. 


DAVID K. STEENBERGH 
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REASON ENOUGH 
George: “How you can stand it to 
dance with that fat dame is beyond me.” 
Charlie: “Well, it’s to keep peace in the 
family. She’s my wife.” 
* * * 


APPLYING THE RULE 

Dealer: “Why did you take a whole day 
off yesterday? You only asked for a half 
day.” 

Office Boy: “I remembered, sir, but you 
keep telling me I should never do any- 
thing by halves.” 

* * * 
SOCIAL SECURITY 

Teacher: “What do you think Julius 
Caesar would be doing now if he were 
alive?” 

Dealer’s Son: “Drawing the old age 
pension.” 


RACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


CORNHAY WEAKLY NEWS 

Hal Mason has discovered a new way 
to teach calves how to drink out of a pail. 
He lets the hired man eat his soup out 
in the barn and the young critters soon 
get the idea. 

Judd Perkins has closed his local fish 
market because his customers were mak- 
ing too many bones about it. 

Cadway Jenks is weeping over the fact 
that he won’t be able to write a letter to 


PUSH N-K’‘s Egg Mash 
for High Hatchability 


Order Northrup, King’s Chick Mash 


for strong, fast- 


growing Chicks 


@ Hatching season will soon be here. Encourage your cus- 
tomers to feed for high hatchability by recommending North- 
rup, King’s vitamin-blended Egg Mash. 


ings. 


NORTHRUP, 


Minneapolis 
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Since 1884 


Call attention to the Chick Mash Tokens 
contained in every bag. Anticipate chick 
season by stocking up now on Northrup, 
King’s Chick Mash—the balanced, safe, 
chick starter. Combine your feed and 
seed requirements in a mixed car order. 
Profit by lower prices and freight sav- 


Wholesale feeds and seeds. 


KING & CO. 


Minnesota 


Lincoln on account of losing his Gettys- 
burg address. 
*x* * 
FAIR ENOUGH 
Southern Suitor: “Honey, would you 
mind if I kissed you all.” 
Northern Girl: “Ain’t my lips enough?” 
THE WORM TURNS 
Dealer: ‘“What’s the matter up at Tom 
Brown’s house?” 

Customer: “They’re taking him away 
in an ambulance for beating the Missus.” 
* 
WHEN DAD’S AWAY 

Dealer: “How did my son carry on the 
business while I was gone?” 
Clerk: “Oh, he carried on all right, but 
he forgot the business.” 
Don’t blame a successful man for 
bragging a bit—no one with a good 
catch of fish goes home by way of the 


back alley. 
* * * 


SOMEBODY DID 

Groom: “If I had known that tunnel 
was so long I would have kissed you.” 

Bride: “Good heavens! Wasn’t that 
you?” 

* * * 
STRANGE BEDFELLOW 
The bedbug makes a dour face 
At all night parties any place, 
Because he’s in an awful plight 
If people don’t come home at night. 
* * 
PLUM RIGHT 

Son: “Daddy, do they raise political 
plums from seeds?” 

Dealer: “No, young man. Political 
plums are more often the result of a bit 
of clever grafting.” 

NOTHING NEW 

Medicine Man: “And remember, folks. 
I’ve got something that changes the color 
of a person’s hair overnight.” 

Father: “Yeah, I’ve got a son in col- 
lege, too.” 

* * 
BAD RUBBER 

Voice Over Wire: “Madam, your hus- 
band has been run over by a truck.” 

Wife: “Good heavens! On the after- 
noon of my bridge party!” 

*x* 
SERVICE REVERSED 

Hotel Proprietor: “Did you want the 
porter to call you?” 

Salesman: “No, thanks. 
every morning at seven.” 

Hotel Proprietor: “Then would you 
mind calling the porter?” 

*x* * * 
BUZZER SYSTEM 

Waitress: “Did you call, sir?” 

Customer: ‘No, that was only the fly 
in my soup buzzing.” 


I wake up 
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Roving Reporter Has Friendly Chats 
With New York Feed Dealers 


@ Folks Busy and Prosperous in Historic Settings 


ARD-SURFACED roads criss-cross 
in Chautauqua county, western- 
most in New York State. They 

lead back from the vineyard terraced 
slopes overlooking Lake Erie, through 
winding valleys to a hill country that is 
the seat of a great dairying industry. 
Here, in prosperous agricultural villages, 
you meet dozens of millers and feed mer- 
chants who find that supplying the farm- 
er’s feed needs is usually a profitable busi- 
ness. A friendly group they are, each 
known in his territory for his willingness 
to serve, and some of them have built 
businesses of astonishing proportions. 
Harry Austin at Dayton 

South Dayton is a thriving community 
some 40 miles southwest of Buffalo, N. Y., 
the home of a large milk condensory and 
larger cannery where vegetable crops are 
processed. Here, beside the Erie railroad 
tracks, is the big red mill bearing the 
name Harry Austin. The blue-eyed, con- 
stantly smiling Harry himself meets you 
at the door and goes far out of his way 
to make you feel at home in his mill. 

Austin’s mill is some 50 years old. Once 
it housed a wood-specialty factory where 
horse-rakes, now almost forgotten, were 
produced. For the past 40 years, however, 
the rumble of the grist mill has been 
heard within its walls and for the last 12 
years Austin has made of it a profitable 
venture. He points with pride to the 
smoothness of his molasses mix in his own 
branded dairy feed and declares earnestly 
that he believes he mixes the best feeds it 
. possible to produce. And you believe 

im. 
Gives Farmers Results 

“Results are what the farmer is after,” 
he explains. “And I think I can give him 
results by the bag-full.” 

Mr. Austin has discovered the advan- 
tages of going after business in true sales 
style. He advertises in nearby papers, 
issues circulars on his feeds and main- 
tains a considerable mailing list of cus- 
tomers and prospects which he circular- 
izes at frequent intervals on seasonable 
items. His reputation for fair-dealing, 
frankness and honesty is known far out- 
side his trade territory. 

You wind over wooded hills and through 
rolling valleys to get to Forestville, the 
home of Town’s mill. There you meet 
Russell, son of Grover Town, the owner. 
Father and son have operated this thriving 
mill for the past six years. They have 
built the business to around $50,000 in 
1936, their best year. And that in a terri- 
tory where the farms are not nearly so 
rich as they are in more favored sections. 
They mix their own brand of dairy feed, 
their largest seller, but push a ready- 
mixed line of poultry feeds. 

Russell is an obliging, likeable young 
man who talks intelligently about his 
father’s business. He tells you, for in- 
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Swinging on the GQannyand Gate 


SONS 


“I told the little dumbbell it was too cold to go in swimming.” 


stance, that they ship hay as far south as 
Florida, where the fine grade of timothy 
produced in their territory, is used by 
racing stables. Around 100 cars of hay 
and some buckwheat were shipped the 
past season, he says. 

Frequent visits to their customers in 
the interests of good will are an estab- 
lished policy at Town’s mill. Although the 
bulk of their trade is called for, they main- 
tain two trucks in delivery service. The 
mill was built in 1917, replacing a struc- 
ture that burned that year. Fertilizer, 
building supplies, drainage tile, roofing 
and grape wire are minor items of their 
business and a line of farm machinery is 
included in their merchandising schedule. 

Smile Won’t Come Off 

Nestling along the shore of Lake Erie, 
and extending up the hill, is Silver Creek, 
home of the grain cleaning machine in- 
dustry. Leonard Cook, Cooks Mills, tells 
you that his establishment dates back 
80 years to a time when water power was 
the sole means of driving mill wheels. 
Cook has owned the mill for 34 years. 
His hair is white, but his face bears a 


smile that will not come off, even though 
he has seen a changing agriculture deal 
disasterous blows to his business. Now it 
is but 20 per cent of its former figure, 
he says, for the large farms nearby are 
all devoted to fruit, especially grapes. 
He takes you about his spic-and-span mill 
and indicates the piles of 25-pound bags 
to emphasize the revolution that has taken 
place in his business. 

Nowadays his customers are villagers 
who buy in small quantities. He mer- 
chandises little of his own feeds; the 
grinder is idle, and he concentrates on a 
line of trade-marked poultry feeds. This 
together with a line of building supplies, 
occupies his time and that of an extra 
man, while a boy delivers with a small 
truck. Business is not what it once was, 
he says. But those who deal -with Cook 
know that the same spirit animates the 
mill that did in the days when the nearby 
farmer was engaged in a different line of 
endeavor and grist from farm grains was 
a large item in the year’s business. 

Farther west on U. S. 20 is Fredonia, 


(Continued on Page Twenty-eight) 
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Dealers Must Pay 


“Windfall” Tax 


On: Refunds From Millers 


@ Rebaie on Flour Purchases Not All “Velvet” 


EED dealers who have accepted 

checks from mills as refunds on 

processing taxes on flour are liter- 
ally “on the spot” with Uncle Sam ex- 
tending his palm for the “take.” 

All reimbursements from processors 
and vendors thus received are subject to 
a windfall tax of 80 per cent and must be 
reported to your district internal revenue 
office on or before March 15, 1937, on 
Form 945 entitled “Return of Tax on 
Unjust Enrichment”. 

Filling Out the Form 

Suppose, for example, that you have 
received and accepted refunds in the 
amount of $1,000 on 1,000 barrels of 
flour at $1.00 a barrel covering the period 
when the processing taxes were impound- 
ed and on up to January 6, 1936, when 
that provision of the AAA was declared 
unconstitutional by the United States 
supreme court. On page three of Form 
945 under the heading “computation of 
net income from reimbursements from 
vendors on purchases of articles or serv- 
ices” and after “name of commodity” 
you write the word “flour.” Then, direct- 
ly under the word “flour” you place the 
amount ($1,000) which you received as 
refunds. 

Deductions Are Allowed 

You might gasp for air if you now 
stop to make a mental calculation and 
figure that you must pay 80 per cent of 
the $1,000 or $800 as a windfall tax. 
But wait a minute! 

There are certain deductions to which 
you are entitled and if you fill out Form 
945 properly you can reduce what you 
hastily considered a staggering amount. 

First of all, suppose you took an inven- 
tory:of your floor stocks as of January 6, 
1936, (which you should have done) and 
found that you had 300 barrels of flour 
on hand. You presumably bought this 
flour from your miller with the processing 
tax included in the price, and since it was 
still stock on hand you did not have an 
opportunity to pass the tax on to the con- 
sumer before the tax was declared un- 
constitutional. 

Therefore, you can rightly maintain 
that you were not unjustly enriched and 
can enter the 300 barrels at $1.00 a barrel 
for a total of $300 as a deduction. This 
is how you do it. 

Floor Stocks vs. Windfall 

Turning back again to page 3 of Form 
945 where you entered the $1,000 you will 
find a line reading, “Less expense and 
fees reasonably incurred in obtaining 
such reimbursements, refunds and cred- 
its.” Few, if any, feed dealers went to 
the legal expense to get their money back 
so merely draw a line through this and 
above it write: 

“Less goods on hand or inventory as 
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of January 6, 1936—300 barrels at $1.00 
a barrel.” 

Now write $300.00 directly under the 
$1,000 you have already entered and 
subtract it to get your net income which 
in this case amounts to $700.00. 

Your windfall tax now is 80 per cent of 
$700.00, or a total of only $560.00. Even 
that may look exorbitant to you but you 
can still pare it down. And here’s how. 

Suppose that you have computed your 
corporation or individual income tax and 
find that on your 1936 income you must 
pay the government $200.00. This $200.00 
tax is based on your gross receipts plus 
the $1,000 received in refunds which you 
must enter as part of your gross income. 
But, supposing that you find by deduct- 
ing the $1,000 refund your income tax 
will amount to only $100.00. Very well. 
Then you are allowed to deduct the dif- 
ference between $200.00 and $100.00, 
which in this case amounts to $100.00. 
Taking this amount off the $560.00 wind- 
fall tax, you now find that your debt to 
Uncle Sam is $460.00. And that is about 
as well as you can do unless you are a 
tax magician. 


When you are ready to send in your re- 
port to the government the front page 
of Form 945 will look like this: 

Item 4. Taxable Income......$700.00 


Item 5. (80 per cent of 

560.00 
Item 6. Less credit for in- 

come and_ excess 

profits tax .............. 100.00 
Item 7. Balance of tax........ 460.00 


You probably wonder why you should 
take credit for only $1.00 a barrel on 
your floor stocks tax, when you have al- 
ready filed a claim for refund with the 
government on Form P.T. 72 for ap- 
proximately $1.38. The internal revenue 
department, however, reports that an 
adjustment will be made on the difference 
at the time an audit of your claim is 
made. Deputies are expected to call at 
your office to check your records to see 
if they conform to reports you have 
filed on P.T. 72 and Form 945. 

The government will have a record of 
all persons who received refund checks, 
as the firms making reimbursements are 
required to fill out Form 945A giving the 

(Continued on Page Thirty-seven) 


R. Opsal to Direct Pratt Sales 
From Hammond Plant 


UDOLPH OPSAL, well known as 

“Rudy” to the feed trade throughout 

the Middle West and East, has become 

associated with the Pratt Food Co. as 

director of feed sales of the Pratt mill 
at Hammond, Ind. 

Mr. Opsal’s activities will be princi- 


pally confined to the states of Wiscon- 
sin, Michigan, Indiana, Illinois and Ohio 
and he will spend the greater part of his 
time in the field. 

To join the Pratt organization, Mr. 
Opsal resigned this position with the 
Arcady Farms Milling Co., Chicago, 
where he served as central sales manager 
and later as manager of the special prod- 
ucts division. He began his career as a 
feed jobber in Minneapolis where he was 
associated with the Opsal-Fleming Co.., 
E. L. Phelps & Co. and as vice president 
of the Haertel Co. which later became 
part of Farm Service Stores, Inc., a 
General Mills subsidiary. 

While at Minneapolis, Rudy became in- 
terested in the activities of the Central 
Retail Feed association and in 1930 
served as chairman of the committee 
which drafted the code of ethics for that 
organization. 

The Pratt Food Co., with headquarters 
at Philadelphia, was established in 1872 
and now also operates modern mills at 
Buffalo, Hammond and Guelph, Ont. The 
company manufactures a complete - line 
of commercial mixed feeds and a line of 
animal and poultry regulators or remedies 
in addition to operating a corn mill at 
Buffalo and a rolled oat mill at Phila- 
delphia. 
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What is KRACO? Kraco is a superior 


Dried Whey, produced scientifically by Kraft. The selected 
whey is carefully dried by an exclusive Kraft process, that 
retains all the valuable elements of the liquid whey. Feed 
manufacturers add Kraco to their feeds to increase hatch- 
ability —also for better growth and flock health. 


What is VITAMIN G? Vitamin G is 


a substance, or group of substances, contained in certain foods. 
One part of Vitamin G (Lactoflavin) is absolutely essential 
for growth and hatchability. The other parts of this com- 
plex vitamin are essential for flock health. 

“The developing chick embryo dies when an insufficient amount 
of Vitamin G is deposited in the egg.” (This statement is from 
a report recently issued by Prof. Norris, Prof. Heiman and 
others at Cornell University.) 

The best natural sources of Vitamin G are milk and 


DRIED WHEY 


70% LACTOSE « ABUNDANT LACTOFLAVIN 
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whey. Kraco Dried Whey is the most economical source. 

Feeding tests at Cornell University showed that hatch- 
ability was greatly increased by feeds containing 24% 
Dried Whey. Still greater hatchability resulted from using 
5% Dried Whey. 


What is LACTOSE? Lactose is milk 


sugar. It is essential for the intestinal health of poultry 
(coccidiosis control). Kraco contains 70% Lactose . . . the 
second reason why there should be exough Kraco Dried 
Whey in your starting, growing and laying mashes.. Kraco 
increases hatchability, growth and flock health...and profits. 
Mail coupon for interesting facts. 


Higher Hatchebility, Greater 
Growth —Because of Kraco’s abun- 


insist upon 
dance of Vitamin G (Lactoflavin). 
(There is no substitute for shis milk 


K R AC a for ingredient in poultry mashes.) 
these 2 High Lactose content promotes 


(coccidiosis control). 
In addition, valuable milk minerals (8 to 
9%) —resulting in sturdy bones. 


intestinal health, keeps out parasites 
2 reasons: 


MAIL THIS COUPON for latest scientific data 


Kraft-Phenix Cheese Corp., Dept. FB-2, 400 Rush St., Chicago 
I would like to receive the latest scientific data on Dried Whey. 


Name 


Address 


City. State 
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Neve 
increased 
and more profits 
READ THIS CAREFULLY! 
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Hoosier Dealers Pack Meeting Room 
At Indianapolis Convention 


@ Barnes Elected New President of Association 


ORE than 400 Hoosiers wedged 

themselves into the Indianapolis 

Board of Trade library and over- 

flowed into the hallways as they partic- 

ipated in the sessions of the Indiana Grain 

Dealers association convention at Indian- 
apolis, January 19 and 20. 

Despite the fact that attendance was 
beyond expectations, however, the pro- 
gram rolled off smoothly on scheduled 
time and kept the snugly packed dele- 
gates interested from start to finish. 

Barnes Is New President 

With this exhibition of enthusiasm to 
inspire him, C. C. Barnes, Winchester, 
was elected president of the association 
to succeed G. A. Pritchard, Fortville. 
Other officers chosen were C. G. Egly, 
Fort Wayne, vice president; R. B. Mc- 
Connel, Indianapolis, treasurer, and Mr. 
Pritchard; Walter Penrod, South White- 
ly; Walter R. Beck, Shelbyville, and 
Wallace B. Springer, New Lebanon, direc- 
tors. The directors with unexpired terms 
include Lew Hill, Indianapolis; D. B. 
Jenkins, Noblesville; L. E. Lake, Colfax, 
and L. E. Greenwood, Rensselaer. 

Two subjects which struck a high note 
of interest among the dealers during the 
convention were the unemployment com- 
pensation and Robinson-Patman laws. 
These were discussed by Ray Schmidt, 
chief auditor, unemployment compensa- 
tion division for the state of Indiana, and 
Paul Fishback, secretary, National Food 
Brokers association, respectively. 

Unemployment Compensation 

After Mr. Schmidt had pointed out the 
main requirements of the unemployment 
compensation law he was besieged with 
questions by the dealers which disclosed 
that under Indiana regulations those hav- 
ing less than eight employees do not come 
under the law; that employees who work 
less than 20 weeks in 52 are not entitled 
to benefits; that any wages, no matter 
how small, paid to regular employees are 
subject to the unemployment tax, and 
that the hiring of casual labor on a con- 
tract basis eliminates the employer-em- 
ployee relationship and thus escapes the 
law. 

Mr. Schmidt also pointed out that if a 
man owns 51 per cent of the stock in a 
company employing six men and operates 
another business on the side, hiring two 
men he is subject to the unemployment 
tax on the eight employees. A company, 
he added, which has six employees and 
two non-salaried officers is also subject to 
the law. 

Robinson-Patman Law 

“No business,” said Mr. Fishback con- 
cerning the Robinson-Patman law, “need 
have any fear of this legislation if it will 
conduct its business honestly and without 
the subterfuge of unfair trade practices 
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and unjust price discrimination. Every 
business man knows when he is conducting 
his business honestly. He knows when he 
is discriminating in price, because discrim- 
ination in price simply means giving a 
preferred customer lower prices or dis- 
counts than are at the same time being 
given to the competitors of that customex. 

“Industry,” he added, “should make 
up its mind now to live up to the Rob- 
inson-Patman law. It does not impose 
impossible restrictions. It merely insists 
upon fair dealing with all customers, giv- 
ing the vast majority of the little men in 
business an opportunity to exist by per- 
mitting them an even start with the big 
fellows so that their initiative, enterprise 
and merchandising audacity will earn them 
their proper place.” 

Who'll Pay the Taxes? 

G. A. Pritchard, retiring president of 
the association, in his annual address, 
predicted that if the present rate of new 
legislation continues everybody will soon 
be on pension with no business men left 
to pay the tax bills. 

“You are in an honorable business, 
rendering a great service to agriculture 
and performing that service at less cost 
than is possible by any other method,” he 
said. “Stay with it and stay with your 
association and go out and induce grain 
and feed men who don’t belong to join.” 

Ray B. Bowden, executive vice presi- 
dent, Grain & Feed Dealers National as- 
sociation, in a talk entitled “Free Men in 
a Boat,” explained that history first re- 
veals the struggle for the divine right 
of kings, then the divine right of nations 
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Marion hatchery and feed store, Marion 
has opened for business. 

Farmers Mill & Elevator, Inc., Col- 
umbia City, has been organized with a 
capital stock of $50,000. Incorporators 
are J. J. Kyler, Byron Yohe, Charles Satti- 
son, Olin E. Hartman, William F. Wilcken, 
Calvin Shoemaker, J. A. DeMoney and 
William H. Hamilton. 

Charles O. Beer, Versailles, and George 
Bishop, Mitchell, have purchased the J. 
F. Collier coal yard and feed store, Mit- 
chell. 

Kiefer Feed & Supply Co., Elwood, is 
constructing an addition to the Jay Grain 
Co. elevator which it recently purchased. 

O. C. Shirley, Knightstown, whose ele- 
vator and feed mill was destroyed by fire 
last September is rebuilding the plant. 

Gotto-Mathias feed and seed business, 
Michigan City, has been purchased by 
Emil Majot who will operate it with his 
son, Oscar. 

Versailles Feed Co., Versailles, has in- 
stalled a new hammer mill. 

Hurst implement and feed store, Alex- 


and now the divine right of special groups 
and of human beings. 

“Grain and feed men,” he said, “are all 
in the same boat, from a legislative stand- 
point. Business is no longer local. Its 
centers are at the terminal markets or in 
political capitals where rules and restric- 
tions are brewed. Only by group action 
can grain and feed men correct their 
troubles.” 

The opening day of the convention 
closed with the showing of a sound film 
entitled “Dangerous Dust” which was 
furnished through the courtesy of the 
? Dealers National Fire Insurance 

0. 

Banquet Well Attended 

More than 450 persons flocked to the 
banquet in the evening which was held 
at the Columbia club. A wind instrument 
troupe furnished entertainment and after 
the dinner dancing was enjoyed. Mr. 
Bowden gave a brief address and amused 
the audience with his favorite Swedish 
stories. 

On the following day’s program Max 
P. Sellars, Forest, gave an interesting 
talk on how to lose 12 months’ grain profit 
in one and W. R. Scott, executive vice 
president, Associated Southwest Country 
Elevators explained the work that his 
organization was doing to combat itiner- 
ant truckers. The value of minerals in 
modern feeding plans was also discussed 
by Dr. E. E. Clore, Greenwood, Ind., and 
William H. Curry, Tipton, Ind., winner 
of the title “Corn King” in the last Inter- 
national Hay & Grain Show, gave a brief 
talk and demonstration. 


andria, is moving from its present loca- 
tion to 121 W. Washington street. 

Bert Osborne has opened the Farmers 
Feed Co. at Connersville. 
e EMORY L. COCKE and Trenton R. 
Tunnell were appointed vice presidents of 
the Ashcraft-Wilkinson Co., Atlanta, Ga., 
at a board of directors meeting of the 
corporation held recently. 

ARCADY AT DELPHOS 

Garman Grain Co., Delphos, Ohio, has 
become affiliated with the Arcady Farms 
Milling Co., Chicago, and will manufac- 
ture scratch feed and graded cut corn for 
the Arcady company. New machinery 
and equipment has been installed to han- 
dle the production. The new connection 
at Delphos will also serve as a truck re- 
shipping depot for Arcady from where 
dealers within a radius of 50 to 75 miles 
will be furnished with quick delivery serv- 
ice. C. R. Combs who has been associated 
with the Arcady company for many years 
has been placed in charge of sales in the 
Delphos territory. 
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USE AT LEAST 
10% in Chick Starter 

7:% in Growing Mash 

5% in Egg Mash 

10% in MashtorHigh Quality Eggs 
10% in Mash for Hatching Eggs 
10% in Poultry Fattening Mash 
40% in Coccidiosis Control Mash 
25% in Calf Meal | A. 0. 
10%, in Pig Meal 


DON’T BUY 
“GOLD 


Yes, some people have been fooled into buying “gold bricks,” but nowadays we all 
know enough to demand proof—proof of genuineness. 


If you are tempted to make, sell or use any feed containing so-called “milk substitutes,” 
remember 


There [8 No Substitute for 
Dry Skim Milk 


—there is nothing “just as good” as natural, wholesome, pure milk solids. Dry skim 
milk can be imitated but the imitation cannot fool Nature. 


- These positive statements are supported by authoritative data—facts 
which prove that you cannot get milk results with anything but milk. 


Get the facts. Send today for Bulletin 250 and then show your cus- 
| tomers why it is impossible for any feedstuff or mixture of feedstuffs 


to be equal to dry skim milk in nutritive value—either from the 
standpoint of quantity, utilization or quality. 


of all kinds » 


AMERICAN DRY MILK INSTITUTE, Ine. 


Mr Desk 753 —221 N. LA SALLE STREET—CHICAGO, ILL. 
Get MILK RESULTS 
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eFRANK J. STULL, Buffalo, N. Y., 


well known in the grain and feed trade 
and associated with the Francis Perot 
Sons Malt Co., as manager for the past 
28 years died of a heart attack, January 


The Romance in Feed 


20. 


os By EMIL J. BLACKY 
PRICE CHARTS 
La Budde Feed & Grain Co., Milwau- 
kee, Wis., has ready for distribution 
color charts showing the price ranges of 
middlings, gluten feed, bran, soybean 
oil meal, meat scraps, corn, oats, brewers 
grains, malt sprouts and linseed meal for 
the past five years. The charts are ar- 
ranged in calendar style and can be hung 
up conveniently on the wall. Those who 
desire copies may obtain them free by 
writing the La Budde company, Grain & 
Stock Exchange, Milwaukee, Wis. 


My dapper city cousin, Jim, 

Came up to visit me last week, 

And quiet Bingville seemed to him 

A funeral parlor, so to speak. 

He wondered how a kin like me 
Could show an interest day by day 
In vitamins both A and D 

In things so dry as common hay. 

He thought that selling farmers feed 
And getting them to use my mash— 
The naming of a cow by breed 

Was just as stale as last week’s hash. 


AacINCH! }HEARD HIM 
TELL OUR BOSS THAT 
EVER SINCE HE’S BEEN 
HANDLING FUL-O-PEP 
FEEDS HE NOTICES THAT 
CUSTOMERS WHO FEED 
FUL-O-PEP FEEDS THE 
mig FUL-O-PEP WAY ARE 
MAKING MONEY 
AND PAY THEIR 
PY BILLS 


Se 


say! pon’t ouR || YEH! WONDER 
FEED DEALER (A WHAT HAS 
LOOK HAPPY AND | HAPPENED | 
PROSPEROUS 


* 


Che 


One of our dealers wrote us a letter under 
date of Dec. 31st, 1936, to prove the value 
of feeding Ful-O-Pep Feeds the Ful-O-Pep 
Way. He insists that this combination is 
the most economical and most profitable 
for the feeder to use and states that — “This 
combination has enabled our feeders to 
make a profit from their chickens and in 
many Cases earned a sufficient profit above 
their current bills to apply on their back 
accounts” . . . “has materially helped to 
keep down our book accounts and place 
our current business in a healthy condi- 
tion.” (Dealer’s name on request. ) 


FUL-Q-PEP 
LINE /nc/udes 
CHICK STARTER 
FINE CHICK FEED 
GROWING MASH 
COARSE CHICK FEED 
DEVELOPER 
EGG MASH 
SCRATCH GRAINS 
BROILER MASH 
TURKEY STARTER 
TURKEY GROWER 
FATTENING FEEDS 


Isn’t that the kind of a feed business you 
want? Why not sell the line of feeds that 
make it possible—and profitable? Write 
for complete information. 


THE QUAKER OATS COMPANY 
Dept. 13-B, 141 W. Jackson Blvd. CHICAGO, U. S. A 


Well, sir, it sort of made me boil 

To hear such ignorance unfurled 

In desecrating noble toil— 

The greatest business in the world. 

So in a chair I seated Jim, 

“Look here,” I said, “don’t be a fool 
Though you may think my life quite grim 
There’s romance in the things I rule. 
That bag is not a sack of feed 

Or so much sawdust as you think ; 

It’s full of things that humans need. 
Their breakfast eggs, the milk they drink. 
Each little atom has its place 

And blends in perfect harmony 

So hens and animals may grace 

The tables of humanity. 

And in that bag of dairy feed 

A thousand healthy babies live 

For it produces milk they need 

That well-fed cows will always give. 
And in those bags that you call dry 

Are profits for the men I serve. 

They know that when from me they buy 
They keep up that production curve. 
Their profits with each fleeting day 
Grow greater, and their wordly strife 

Is made more pleasant so they may 
Enjoy the better things in life. 

Yes, you may think my business dull, 
But I would rather cull one flock 

Or analyze just one oat hull, 

Than build a whole new city block.” 
Well, Jim stood up and bowed his head; 
The story that I told rang true, 

For with extended hand he said: 

“Td like to run a feed store, too.” 


¢ WILSON GRAIN CO.,Sulphur Springs, 
Ind., has completed a new addition to its 
plant which will be used as a feed mill 
and warehouse. 


FARMERS EXCHANGE CO., 
Waynesville, Ohio, has installed a new 
hammer mill. 


orn 


¢ KNOWLES PRODUCE & TRADING 
Co., Knowles, Wis., has completed the 
construction of a new display room and 
private office. A. P. Sterr is manager. 


e HALL ROBERTS & SON, Postville, 
Ia., has again, as for several previous 
years, been awarded the contract for sup- 
plying the 11 state institutions operating 
farms with red clover, alsike clover and 
rape. 

e V. BRANDT, Garnavillo, Ia., has 
constructed a modern feed mill, 64 feet 
long by 28 feet wide. All new equipment 
has been installed including a Diesel en- 
gine. The mill will do custom grinding for 
farmers and handle several lines of feed. 
e J. G. HUNTTING ELEVATOR CO., 
Cresco, Ia., is now operating its new 
elevator built to take the place of 
the one destroyed by fire. A modern feed 
mill is a part of the new plant, and from 
now on feed grinding will be done in the 
elevator, instead of in a separate build- 
ing as formerly. 
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Thompson's feed business grew from the abandoned mill 


(right) to his present modern plant (left) built in 1927. 


Thompson’s Association Contacts 
Inspired Him to Success 


@ Federation President Operates Thriving Business 


HE story of the development of the 

feed busines of Albert J. Thompson, 

Wycombe, Pa., president of the 
Eastern Federation of Feed Merchants, 
might be entitled “Before and After Tak- 
ing.” This idea applies aptly to the 
progress made from the beginning in a 
humble stone mill to the present outlay 
of modern buildings which comprise one 
of the finest retail plants in the East. 

Mr. Thompson attributes his expansion 
movement to the after effects of what he 
terms a course in feed trade association 
activities. For several years he had been 
engaged in the coal and lumber business 
at Wycombe, Pa., and in order to expand 
that business he bought the coal and 
lumber yard in the neighboring town of 
Buckingham. With this purchase there 
came to him a small feed business. He 
found that there was a considerable de- 
mand for feed in the neighborhood and 
he realized that it would be necessary for 
him to obtain a greater knowledge of this 
branch of the business if he intended to 
continue it. 

Bought Feed Mill in 1915 

His final decision to go ahead came 
when the owner of the old stone mill at 
Wycombe decided that the distribution 
of feed as well as the work of running 
a grist mill was too much work for him 
and offered to sell out to Mr. Thompson. 
The deal was consummated in 1915 and 
Mr. Thompson found himself seriously 
in the feed business. 

Taking the orders as they came, he 
struggled along as best he could, all the 
while realizing that feed mixtures were 
growing more and more complex and 
that it was necessary for him to learn 
more about the ingredients that went into 
feeds for the various purposes. He began 
attending meetings of the Southeastern 
Pennsylvania Feed Merchants association, 
and soon discovered that what he learned 
at the meetings coupled with the knowl- 
edge gained from reading trade publica- 
tions and listening to feed manufacturers’ 
representatives reflected itself in addi- 


THE FEED BAG — February, 1937 


tional sales and profits. 

He also became regular in his attend- 
ance at the meetings of the Eastern Fed- 
eration of Feed Merchants of which he is 
now president. Usually after these meet- 
ings he came home to improve his meth- 
ods. Soon the feed business outgrew the 
old stone mill which he had purchased and 
began to encroach on his lumber busi- 
ness. The old mill was located about 100 
yards from the buildings in which he 
stored his lumber. This created an incon- 
venience in giving prompt and efficient 
service to the trade. It was also noted 
by Mr. Thompson that farmers began 
demanding the mixing of special formulas 
which necessitated a storage space for 
ingredients and the housing of equipment. 

While attending a feed convention he 
told his problems to several acquaintances 
he had made on previous occasions. 

“Don’t be afraid; go ahead and build,” 
they advised him. 

Mr. Thompson felt confident that he 
could depend on the experiences of these 
fellow feed men who had been engaged 
in the business for years and knew its 
possibilities and so in 1927 construction 


FARM INCOME BOOSTED 

Cash farm income for 1936 as the re- 
sult of a spurt in December was raised 
to the total for the year of $7,865,000,000 
as compared with $7,090,000,000 in 1935. 
The December income, estimated at 
$613,000,000 was 18 per cent greater than 
the $613,000,000 reported for December, 
1935. The December farm products price 
index at 126 was the highest for that 
month since 1929. Continuation of strong 
consumer demand for farm products is 
forecast for the first quarter of 1937. 


e JOE WERTHAN, president, Werthan 
Bag Corp., Nashville, Tenn., has been 
absent from his office because of illness. 
His many friends in the trade join in 
wishing him a_ speedy restoration to 
health. 


work on the new plant was started. The 
old stone mill was abandoned for the 
new buildings which made an impressive 
impression in the community with their 
neat framework and modern equipment 
and business took on momentum. Mr. 
Thompson, in addition to handling ready- 
mixed lines manufactures his own private 
brand which he calls Excelmix. 

Credit for the splendid volume of busi- 
ness which he is doing and the many ideas 
which he has been able to employ to boost 
sales is attributed to his contact with 
other feed dealers at trade association 
meetings. 

Operates on Cash Basis 

Mr. Thompson cites one benefit in par- 
ticular which he gained from association 
experience. In talks with other feed men 
the cost of extending credit and the losses 
from bad accounts were brought to his at- 
tention. The testimony of retailers who 
had changed to a strictly cash basis per- 
suaded Mr. Thompson to do likewise. 
After taking this trade association course, 
he found that it was possible to do a cash 
business, sell at lower prices, worry less 
and make profits more certain. 


e DR. H. H. HAVNER, Phillip R. Park, 

Inc., Chicago, Ill., spent several weeks on 

the West Coast recently in the interest of 

a which is manufactured by ‘he 
rm. 


ARCADY SALESMAN DEAD 


E. M. Howard, Huntington, W. Va., 
sales representative in West Virginia for 
the Arcady Farms Milling Co., Chicago, 
for the past 12 years was killed in an 
automobile accident January 9. Mr. 
Howard was driving Ralph Lee, Arcady 
field sales manager, to Charleston, W. Va., 
to catch a train, when the car skidded 
around a sharp curve and crashed into 
a concrete culvert. Mr. Lee was seriously 
injured and confined to a Charleston hos- 
pital but is now back attending to his 
regular duties. 
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1940 
1939 


1938 


1937 


In the years ahead of us... the value of membership in 
your Trade Organization will surely increase. We can see before us a definite 
program of planned economic leadership for industry on a national basis. We 
have been through in the past four years, programs of administration leader- 
ship such as the NRA and AAA during which period, individuals in all groups 
and classes looked to their Trade Associations for guidance and in the coming 


years it is plain that national associations are going to have to bear the burden 


of working out these problems of planning and guide their individual industry 
members. 


The American Feed Manufacturers’ Association is the only national group 
representing the mixed feed industry. It is a husky, healthy, wide-awake and 


ever watchful to protect and foster those things which are for the best 
interests of the membership. 


The future of the industry is brighter today than since 1929. A growing 
income for Agriculture looms ahead. The work of science and research is 
enabling feed manufacturers to offer the consumers of their products ever 
better balanced rations and more results for the individual dollar expended. 
As the page turns and 1937 begins, it is met with the thought and intent of 


ever increasing service by our Association. The membership roll is growing. 
You should be there. 


American Feed Manufacturers’ Association, Inc. 


53 West Jackson Boulevard a a a = Chicago, Illinois 


Retail Dealers—You, too,, need the service of your trade association. Write us for name and 
address of the one in your territory. 
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When Building That New Feed Store 


Locate on a Busy Street 


© Change in Site Was Profitable to Roper & Brown 


HE one sure way to make an old 

elevator or mill serve best as a feed 

store is to give it a new building 
for a companion. This is what Roper 
& Brown did when they wanted real fee:] 
store facilities for their mill that dates 
me nearly a hundred years at Hobart, 
nd. 

That something had to be done for the 
sake of modern merchandising was a fore- 
gone conclusion. The partners began to 
figure and to make a study of the old 
mill and the warehouses of more recent 
origin. It was finally agreed that nothing 
would be satisfactory but a new building, 
located on the street, so that customers 
would not be compelled to drive down 
into the valley to reach the old plant. 

Street Location an Asset 

The new store is a reality. Facing as it 
does the main street of the city, it at 
once became a fine attraction. It is so 
located that it can be seen from the 
regular shopping district as though it were 
in the middle of the street. A curve at 
the point of location makes it appear 
this way from the distance. It serves as 
a constant reminder to the uptown pub- 
lic that now there is a regular feed store 
on the job. 

“There are some things objectionable 
about revamping an ancient building to 
make part of it a feed store,” said Mr. 
Milton H. Brown of the firm. “For one 
thing there may be germs lurking there 
to become a menace to any regular feed 
store stock brought in. And then we 
couldn’t bring the old mill up on the 
street where a feed store actually be- 
longs. We wanted a feed store that would 
be just as easily accessible to the public 
as possible and we think we have it.” 

Store Advertises Firm 

The original mill, back in the old days, 
ground flour and feed with water power. 
Therefore, it had to be off the highway. 
But folks then were not in so much of a 
hurry and besides, mills were not so close- 
ly in competition with one another as 
they are today. So the old timers drove 
down to the dam site and did not com- 
plain. But not so eager are the impatient 
ones of the present to drive their cars and 
trucks: off the pavement down into the 
valley and away from the traffic line. 

Taking these things into consideration, 
Roper & Brown built their new store so 
that trucks and cars can curve in on the 
level and come sidewise to the front door. 
Concrete leads the way. And at the same 
time pedestrians can come in over a walk 
as inviting as the most inviting ones of 
the best homes. 

Already the new store is achieving one 
of the purposes for which it was intended 
—that of meeting to better advantage the 
competition that comes from the chain 
grocery stores two blocks up the street. 
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In the old way it became difficult to make 
the proper impression on the public with 
the feeds that Roper & Brown put out 
under their own name. The weekly news- 
paper was not sufficient as a medium and 
personalized advertising by mail seemed 


Roper & Brown’s new feed store. 


to fall short of the mark. But the store 
now stands there to make the public re- 
alize that it can obtain commercial feeds 
manufactured right in town with quality 
and price equal or superior to anything the 
chain store competitors can show. 

“The store enables us to put in many 
things that we were never in position to 
stock before,” Mr. Brown explained. 
“There are all the little shelf items. We 
have now added field and garden seeds and 
in season we handle baby chicks as a 
means to winning more intimate contact 
with poultrymen over the country.” 

Customers Shop Longer 

Another thing about an entirely new 

building is that in it provision can be 


e M. STANLEY McCOMAS, McComas 
Bros., Belair, Md., lumber, feed, coal and 
machinery dealers, died January 17 at a 
hospital following a heart attack. He was 
63 years old. 


oe 


e JANE E. RILEY, Three Minute Cer- 
eals Co., Cedar Rapids, Ia., returned 
recently with a fine coat of tan after 
spending a vacation at Miami, Fla. 


ELEVATOR TOUR 


The Hiram Walker plant, Peoria, IIl., 
will be inspected by members of the 
Chicago chapter of the Society of Grain 
Elevator Superintendents of North Amer- 
ica Saturday, February 20. At a meeting 
held January 19 the Chicago chapter was 
addressed by William H. MacDonald, 
Rosenbaum Bros., and Ralph M. Brown, 
Shields & Co. The Minneapolis chapter 
also met January 26 and heard talks given 
by the new state grain officials. Conven- 
tion plans were discussed by the board of 
directors at the meeting and Milwaukee, 
Kansas City and Toronto were considered 
for holding the annual event. 


made for garage room for the trucks and 
cars used in the delivery and hauling 
service. The Roper & Brown building, 
while its main floor is at street level, has 
a sloping driveway leading into a spacious 
basement. In the basement thus formed 
trucks are taken to be serviced by the 
men whenever there is the need and the 
time for it. Besides, there is room pro- 
vided for storage of reserve stock. And 
all the time the old mill continues to 
grind and mix feeds as usual, and the 
other buildings on the site, built of glazed 
tile, still serve for storage of fertilizers, 
baled hay, and other bulky material. 

Roper & Brown observe that customers 
coming in now have more tendency to 
tarry than formerly and thus have an op- 
portunity to view the merchandise in de- 
tail. That makes for more intimacy be- 
tween feed dealers and customers. In fact, 
customers feel perfectly at home in such 
a layout. This cannot be said of their 
having to deal for things across a rail in 
the office as seems to be a general rule 
where there is no display or orderly ar- 
rangement for the merchandise. 

Operate Two Branches 

Besides operating the business in 
Hobart which is the center of a great 
dairy and poultry district, Roper & Brown 
conduct a mill and store at Wheeler and 
an elevator and store at McCool, both 
in an adjoining county. To those two 
branches the store benefits are therefore 
extended, for, as needed, its stocks can 
be passed along as the service trucks run 
between the points. 


EGG PURCHASES 

The AAA has spent nearly $300,000 in 
the surplus egg purchase program. Pur- 
chases are being continued as conditions 
warrant and a large part of the eggs 
bought will be distributed in the flood 
stricken areas. The buying of surplus 
eggs by the AAA is intended to prevent 
usually abnormal sharp decline in winter 
prices. 


e LAWES COAL & FEED CO., New 
Branch, N. J., has completed the con- 
struction of a large feed display room 
which is connected with the main office. 
eT. C. LIGHTFIELD was elected 
president of the Farmers Feed & Fuel 
Co., Burlington, Wis., at a board of di- 
rectors meeting held recently. Other of- 
ficers chosen were William Robers, vice 
president, Frank Ruzicka, secretary, and 
Frank Bohnsack, treasurer and manager. 


os 


e PETERSON-BIDDICK feed store, 
Perham, Minn., was recently destroyed 
by fire. 
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WISCONSIN DEALERS 


NOW — you too may harvest that EXTRA 
profit to be made selling 


VC fertilizers are manufactured by the Virginia-Carolina Chemical Co., the largest 
producers of fertilizer in America. This firm operates a network of fertilizer plants 


throughout the United States and recently opened one at East St. Louis, Ill., favorably 
located to serve the Wisconsin trade. 


VC fertilizers will be distributed in Wisconsin by the new Fertilizer Division of the 
LaBudde Feed & Grain Co. You'll like the service. Truck lots from our warehouses 


at West Allis and North Milwaukee. Car lots direct to your station. We offer 
better fertilizer at no increase in price. 


We Help You Sell “VC” 


You'll be surprised at the merchandising help 
available to all VC dealers—Advertising direct 
to your customers, special pamphlets, a fertilizer 
dictionary, soil testing, resale work. 


35 Million Tons of 
Experience 


-And VC fertilizer is properly aged, always uni- 
form and free flowing which means easy to drill. 
Users like the tobacco stem content. Packed in 
paraffined bags—always in condition and easy 
to handle. 


The VC franchise may be open in your terri- 
tory. GET IT WHILE YOU CAN. 


Back of Every Bag 


for everything in feed and grain 


LA BUDDE FEED AND GRAIN COMPANY 


MILWAUKEE v wv wv WISCONSIN 
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Thwing’s Busy Mill Woven Into Lives 


Of Loyal Vermont Farmers 


© Has Operated at Present Location Since 1869 


UTNEY, Vermont, is a village crea- 

ted by the waterpower of Sackett’s 

brook. This stream comes meander- 
ing down between the hills and turns 
double somersaults into the valley leading 
to the Connecticut river. Paper mills, 
sawmills and other woodworking shops 
have sprung up along its banks and flour- 
ished or decayed. Sometimes one ran on 
a 24-hour schedule while another stood 
gaunt and bare, its humming machinery 
stilled. One low-eaved mill halfway 
down from the first dam has paid scant 
heed to these ups and downs. Through 
bad times and good, boom and depres- 
sion the Thwing mill has gone right on 
grinding its grist. 

First Mill Burned 

Though it has endured for generations, 
this is not as Putney folk will hasten to 
tell you, the old mill. That went out in 
the high water of 1868. This is the new 
mill, built in 1869. Orrin Thwing ran the 
old mill. He had just moved his family 
into the mill house when the fire occurred 
and its loss must have been a hard blow 
to bear. But he set to work to rebuild and 
the farmers helped him. They were cut 
off by the river from other grist mills 
and to have no grist mill in town was a 
calamity. Many hands make light work 
and by fall the old stones turned again to 
grind the autumn grain. 

Little Charlie Thwing was six years old 
then. He grew up with the mill. When 
he was just 18 he was experienced enough 
to go to Williamsville, near the county 
seat, and run the mill there for ten months. 
He returned to Putney and later married 
Mary Corser. 

Mr. and Mrs. Thwing planned to move 
to Williamsville to run that mill. But 
Putney people thought differently about 
that. They sent a delegation to Orrin 
Thwing asking him to sell the mill to his 
son and so keep the young folks in town. 

Hail the New Owner 

The wedding took place on the 24th of 
July and by fall there was a new family in 
the mill house—a new owner of the mill. 
Orrin Thwing did not give up all interest 
in the enterprise. He just moved a step 
up the hill to a little white cottage and 
went on helping when needed. It was a 
good thing that he did for one winter in 
the nineties there was so much grain 
brought to the mill that it ran twenty-four 
hours a day. Mr. Thwing took an 18-hour 
shift while his father worked six and let 
him get some sleep. 

Low water in the late fall had been one 
of the reasons for this necessity. As soon 
as he found breathing time, Mr. Thwing 
built a new dam. He also slated the mill 
roof against hazard from fire. 

Mr. Thwing is almost as talkative as 
that other native Vermonter, Calvin 
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Thwing’s old mill grinds merrily on although a main feed warehouse is maintained 
within the town limits of Putney. 


Coolidge. But he did say, in answer to 
a question concerning his success, “No 
man ever chose a better helper.” And truly 
Mrs. Thwing’s cheerfulness and unfailing 
courtesy were aids to good business. 

Back in the old horse-drawn days, when 
a small boy drove the old milk wagon up 
through the velvet dust to the mill door 
and found Mr. Thwing away, he climbed 
down over the wagon wheel and crossed 
the recessed front porch, built to keep 
the grain dry. Opening the wide wooden 
door he tripped a pleasantly jangling house 
bell and Mrs. Thwing soon appeared. No 
mention was ever made of cakes in the 
oven or work interrupted. When she 
brought out the bag of feed, she took 
hold of the heavy end when it was lifted 
in the wagon did not, even by a look, 
admit that help was needed. A fellow 
could keep his pride before a person like 
that. 

Adds Storage Capacity 

In the early days all the grain was car- 
ried from cracker to grinder in baskets 
until C. L. Thwing had an elevator in- 
stalled. He also bought a modern cracker 
capable of cracking cobs. Some few thrifty 
farmers grow all of their own feed but 
most of the grinding is of corn and oats 
half and half by weight. 

When Mr. Thwing took over the mill its 
storage capacity was limited to 30 bushels 
of oats. He added storage room on the 
side of the mill. Owing to the narrow 
shelf on which the mill perched there was 
small room for expansion. Besides Mr. 
Thwing realized that general grain farm- 
ing in rocky Vermont is not practical. 

Putney which climbs the hill beside the 
brook is about a mile from the station. 
The railroad follows the river. That is why 


Mr. Thwing built his main storehouse 
down at Putney depot. This building will 
hold 3,000 bushels of oats, 1,000 bushels 
of corn and 100 tons of sacked feed. 

Mr. Thwing resolved to continue grist 
grinding together with the feed business. 
He put in a new run of stones, the best 
that could be had at the time. They were 
made up for him by Munson Bros., Utica, 
N. Y. from French Burr brought over as 
ballast in ships. The old granite stones 
went down to the Eastern States Exposi- 
tion to be used as stepping stones in the 
Little Village. 

Honest and Thrifty 

Mr. Thwing cherishes no theories of 
success. He knows milling and he runs his 
plant to the best of his ability. His feed 
business grew up in response to the needs 
of farmers. That is all. 

Yet between the lines one reads a rec- 
ord of thrift and neighborliness. Mr. 
Thwing does not tolerate waste. He buys 
the best and sells at a fair price. Though 
he extends credit he is very careful not 
to allow bad accounts. After all the busi- 
ness has to carry them or go under. That 
means that the honest man pays for the 
dead beat. Still he has a lot of patience 
with the farmer who is suffering the acci- 
dents of fortune. 

These things explain why, after nearly 
50 years in the same spot, C. L. Thwing, 
miller, is still doing a good business. 


e RICHARD (DICK) TEWELES, L. 
Teweles Seed Co., Milwaukee, returned 
January 14 from a Mediterranean cruise 
during which he visited Cuba and numer- 
ous Central American ports. He was ac- 
companied by Mrs. Teweles and both 
reported an enjoyable trip. 
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Model State Law to Regulate 
Tramp Truckers Proposed 


MODEL bills aimed to regulate itin- 
erant truckers in the grain and feed 
business and thus minimize the competi- 
tion to established firms have been pre- 
pared for introduction into various state 
legislatures by the Associated Southwest 
Country Elevators, Kansas City, of which 
D. D. Siegelman is executive secretary. 

Thus far laws have been drafted for 
Iowa, Illinois, Kansas, Nebraska, Mis- 
souri and Colorado. Although each of the 
proposed bills varies slightly to conform 
to the policies of the various states into 
which they are being introduced, the sub- 
stance is practically the same. 

Primarily, the laws exact a license fee 
and a tax from the trucker, make lia- 
biity insurance compulsory, exempt 
farmers who haul their own products to 
market for sale and provide a fine or 
jail penalty for failure to comply with the 
law. Excerpts from the bill which is to be 
introduced into the legislature in Iowa 
and which embodies the salient features 
of those proposed for other states follow: 

“No itinerant automotive merchant 
shall engage in business without comply- 
ing with all the provisions of the law 
and without first making application to 
the motor vehicle department and receiv- 
ing therefrom an itinerant automotive 
merchant’s license. Each application shall 
be accompanied by a license fee of 


$100.00 plus a tax of $75.00 for each ve- 
hicle to be used by the applicant in the 
conduct of his business. 

“No itinerant automotive merchant’s li- 
cense shall be issued by the department 
until such carrier shall have filed, and the 
same has been approved by the depart- 
ment, a liability insurance policy issued 
by an insurance company, association or 
other insurer authorized to transact such 
insurance business in this state. The 
policy shall among other standard provi- 
sions, provide for compensation for inju- 
ries to person and loss of or damage to 
property resulting from the operation, by 
such itinerant automotive merchant of 
any motor vehicle operated by him in the 
conduct of his business and for which he 
would be legally liable. Such insurance 
policy shall be conditioned to pay dam- 
ages in any sum up to $5,000, occasioned 
by personal injury to one individual, and 
up to the sum of $10,000 as the result of 
personal injury in any single accident 
and up to the sum of $1,000 as the re- 
sult of damage to property in any single 
accident. 

“Ttinerant automotive merchants’ li- 
censes issued by the commission shall be 
valid for the remainder of the calendar 
year from the date of the issuance un- 
less sooner revoked as hereinafter pro- 
vided and may be renewed from year to 


year upon applicant’s payment of license 
fee and tax, filing of liability insurance 
and consent for service of original notice 
and compliance with all other require- 
ments as herein provided for application 
issuance and continuance of an original 
license. 

“Anyone guilty of violating or aiding in 
the violation of any provisions in this act 
or of any rule or regulation legally pro- 
mulgated pursuant to the terms of this 
act shall be guilty of a misdemeanor and 
punished by a fine of not less than $25.00 
or more than $100.00 or by imprisonment 
in the county jail for a period of not 
less than ten or more than 30 days and 
each day such violation occurs shall con- 
stitute a separate offense.” 


e CLAYTON HINCKLEY has _pur- 
chased the Farmers Market and Seed 
store, Hastings, Mich. 


e EDWIN HAUPTLI has opened a feed 
store at Francesville, Ind. 


e E. J. MOSER is building a new feed 
store at Ligonier, Ind., and expects to 
have it open for business by March 1. 


CONTROL BOOKLET 

The official publication of the Associa- 
tion of American Feed Control Officials 
which contains the definitions of various 
feed ingredients is off the press and ready 
for distribution. Those desiring copies 
may obtain them by writing L. E. Bopst, 
College Park, Maryland. The cost is 25 
cents. 


Necessary to Prevent: Poultry Roup, Rickets, Few Eggs 


It has been definitely proven that Vitamins A and D are necessary to 
poultry if they are to be kept in the “producing” class. Scientists everywhere 
are telling farmers and feed dealers of the necessity of including these two 
vitamins in the poultry mashes. 


Gorton’s Super A cod liver oil contains Vitamin A and D in unusual high 


quantities. Use this oil and guard against sickness. 


Gorton’s Potency Guarantee 


3000 UNITS VITAMIN A PER GRAM 
250 UNITS VITAMIN D PER GRAM 


554 CHAMBER 
of COMMERCE 


Increase the amount of Super A Cod Liver Oil in your mashes and in- 
crease the health and productivity of the birds. 


FARM SERVICE STORES, INC. 


OF GENERAL MILLS, INC. 


JOBBING DEPT. 


e24e 


THE FEED BAG — February, 1937 


& 
ay SUPER-A 
es SUPER-A 
COD LIVER OIL 


Commercial Feed Selling Made Easy 
With Local Feeding Tests 


®@ Kincaid’s System Convinces Doubtful Prospects 


of balanced rations and feeding ac- 

cording to carefully formulated 
methods has been and is still a major 
problem among the millers and feed deal- 
ers of the various general purpose farming 
regions. Here the dealer faces a competi- 
tion stronger than any offered by a rival 
dealer—the natural produce of the farmer 
himself. 

Home Feeders Obstinate 

“The paramount issue in the mind of 
any producer is the cost of production,” 
says C. G. Kincaid, Lake Milling Co., 
Richland, Ind. “Our territory covers one 
of the richest general purpose farming 
areas of the Indiana pocket region, the 
southwestern corner of Indiana. Our farm- 
ers combine the production of livestock 
and supplementary products with the cul- 
ture of the soil. Thus a man with a 
herd of dairy cows, a flock of chickens or a 
bunch of hogs produces the basic feeds 
needed to feed his respective livestock. 
In fact he produces all the feed that he 
has to have and he knows it, but many 
of our farmers do not consider the cost 
of such feeding. 

“As long as his pocketbook is closed 
the farmer is content in the belief that 
his feed costs him nothing. The angle of 
approach in such a case should be to 
bring to his understanding the cost of his 
feeding in terms of the current prices of 
the produce he feeds.” 

“Convincing the producer that he can 
save money by using commercial feeds 
takes more than mere words,” continues 
Mr. Kincaid. “The skeptical farmer dis- 
misses our argument as being merely a 
sales talk when we tell him that he can 
actually save $4.10 on a single order of 
hog feed. We know it to be a fact but 
does he?” 

Conduct Own Experiments 

“Having studied the situation for sev- 
eral years, we find the most successful 
method of convincing our obstinate pros- 
pects is to conduct our own experiments 
or to suggest that they observe some one 
who has been feeding our products. For 
instance, we start feeding some hogs at the 
same time a prospect starts off with his. 
He tabulates the bushels of grain he 
feeds and we keep a similar account. 
Invariably our hogs are ready for the 


cf batancea the farmer in the use 


market before his and already his ex- © 


penses are greater than ours, considering 
the cost of his grain at the current price. 

“We now proceed to diagnose his case 
as a physician would diagnose an ailment 
and find that he has been feeding corn. 
‘Well, Mr. Farmer,’ we tell him, ‘corn 
alone does not contain all of the elements 
in a sufficient quantity necessary to fatten 
your hogs during the time we fattened 
ours. In other words they cannot eat 
enough corn to build them up that fast. 
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Now, if you feed a formulated ration the 
hogs will add the same weight without 
consuming so much and you have the sur- 
plus corn to sell’.” 
Handle Commercial Line 

“And there,” says Mr. Kincaid, “you 
have the secret of the whole thing. Once 
the prospect is convinced that he can ac- 
tually feed less and put off his stock in a 
shorter time he is won. Then, of course, 
the prospect of selling part of what he 
has been feeding with the possibility of 


Sell your feeds in terms of extra profits to 
maintain happy, per t t Se 


extra profit makes him all the more in- 
terested. 

The Lake Milling Co. plans to estab- 
lish a private, self supporting experimental 
farm adjoining the mill site but the project 
has not yet materialized and experiments 
are conducted on a small scale. How- 
ever, the small scale experiments have 
proved invaluable and through the co- 
operation of obliging patrons the firm is 
able to offer physical proof of the sound- 
ness of its arguments. 

“We carry a complete line of commer- 
cial feeds,” explains Mr. Kincaid, “rang- 
ing from a dog food to highly concen- 
trated dairy and poultry feeds. Particular 
stress is laid on the use of the concen- 
trates rather than a type of completely 
prepared feed. For poultry we carry a 32 
per cent mash concentrate; for dairy use 
we recommend the 24 per cent and the 34 
per cent concentrate, depending of course 
on the produce to be used with it. To 
better facilitate the use of the concen- 
trates we have installed a half-ton mixer 


and frankly urge the customers to make 
use of this service in their efforts to com- 
pound a high quality feed from their 
produce and the concentrates at their 
disposal.” 

Progress Despite Setbacks 

Convincing the obstinate prospect is not 
all that the Lake Milling Co. has accom- 
plished. Its standing among the farmers 
and the faith those farmers have in the 
mill boys is evidenced by the fact that 
they have many customers who drive 15 
and 20 miles to trade with them. 

“Our policy has always been to give a 
square deal and to expect one in return,” 
Mr. Kincaid says. ‘““We do a reasonable 
amount of credit work and do everything 
we can to help the farmer. We were born 
and reared in a farming neighborhood 
and we feel that we know and understand 
the farmer and his problems. We also 
make it a point to be interested in our 
customers’ problems.” 

That the farmers of the vicinity know 
and appreciate the attitude taken by the 
Kincaids is evidenced by the long standing 
of the firm and its ability to surmount 
various obstacles that have threatened its 
progress. In 1917 the three brothers: 
C. G., G. L., and Allen Kincaid obtained a 
five-year lease on an old mill building 
across the street from their present plant. 
Failing in their effort to buy the building 
when their lease expired, the brothers 
built a large, modern plant across the 
street. Here they continued business un- 
til March, 1930, when the building and all 
equipment was destroyed by fire. 

Undaunted by the catastrophe, the Kin- 
caids cleared away the debris and rebuilt, 
this time constructing a larger and more 
modern building. Today the Lake Milling 
Co. is flourishing and by the reason of its 
sound merchandising policies is winning 
more and more regular customers. 


e FRED BUSSE and C. W. Olsen have 
opened the Northwest Flour & Feed Co., 
Alexandria, Minn. 


@ WILSON WALKER who operated the 
Garrow feed mill for many years at Cam- 
den, N. Y., has closed out his stock and 
retired from business. 


e NORTHERN SUPPLY CO. Retail 
Stores, Inc., has opened a new branch 
at Rice Lake, Wis. Headquarters of the 
company are at Amery. 


CONVEYOR BULLETIN 
Standard Conveyor Co., North St. Paul, 
Minn., has issued a new bulletin describ- 
ing its standard piler conveyors and com- 
bination piler conveyors. The booklet is 
entitled “The Key to Greater Profits— 


the Standard Piler” and copies may be - 


obtained free on request. - 
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e L. L. SEELEY, formerly of Shumway, 
Ill., has taken over the old Adams feed 
store, Eppingham, IIl., and opened it for 
business. 


os 


e HAMILTON & ALTER FEED CO., 
Parnassus, Pa., recently sustained a loss of 
$20,000 when fire swept its plant. 


MINNEAPOLIS BRANCH 

Chester W. Chapin, Chapin Feed Co., 
Chicago, announces the opening of an 
office at 1103 Metropolitan Life building, 
Minneapolis which will be operated as 
the Chapin Feed Co. of Minneapolis. 
Frank M. Rosekrans who is well known 
in the feed trade has been appointed 


manager. A general brokerage business in 


feeding materials will be conducted. 


Advertising Does Not Increase 
Selling Price of Goods 


G OME people have an idea that adver- 

tising makes goods cost more. This 
is not surprising, for advertising does cost 
money, and the advertiser must get that 
money back from his customers, if he is 
to stay in business. This is just as true 
about advertising as it is about the costs 
of manufacturing and the costs of main- 
taining a sales force. 

Last year a nurseryman in a mid-west- 
ern town discovered how a business can 
spend money for advertising without add- 
ing anything to selling prices and yet 


IN THE MIXTURE 


Helping Him 
Make a 
PROFIT 
Increases 


Your Sales! 


HELPS THIS MAN 


THE SURPLUS this man’s 
cows produce after body 
maintenance and the calf 
are taken care of, represents 
potential profit. If you sell 
him feed that enables his 
cows to increase and main- 
tain their maximum milk 
yield, you are helping him 
to make more money — and 
making your future sales 
easier. 


COTTONSEED MEAL—The rich-in-protein concentrate, 
belongs in every well-balanced Dairy ration. 


Educational Service 


NATIONAL COTTONSEED PRODUCTS ASSOCIATION, Inc. 


1411 Santa Fe Building 


Dallas, Texas 


make a bigger profit. This nurseryman 
started his business near the edge of 
town, raising evergreens, shrubs, and 
flowers. Hardly anyone knew about him, 
and he sold his plants only to neighbors 
and to those who happened to drive past 
his place on the highway. That was three 
years ago. He struggled through the first 
two years, dividing his time between car- 
ing for plants and selling them to people 
who came to his greenhouse. Business was 
slow, and it seemed that the nursery 
would always be small. 

But one day a friend induced the 
nurseryman to try a little advertising, of- 
fering a bargain set of shrubs. At first 
fearful about the cost, he was surprised 
by the large number of visitors who came 
to his place the next Sunday. He made 
many sales and the following week he 
was so busy putting in shrubs that his 
wife had to tend to the greenhouse. 
Spurred by the success the nurseryman 
tried more advertising, and soon he had 
to hire an experienced helper. 

After about a year of fairly constant 
advertising, the nursery had grown into 
a flourishing little business employing four 
men. While customers paid no higher 
prices for their shrubs and flowers, the 
nurseryman’s expenditure for advertising 
meant greater earnings for himself, gave 
employment to four other men and helped 
make the town more beautiful. 

The nurseryman’s advertising performed 
a piece of work as useful as that of a 
machine in a factory. When a manufac- 
turer in any line of business buys an ex- 
pensive machine, his customers are really 
the ones who pay for it, but nobody sup- 
poses that they pay higher prices on that 
account. The manufacturer invests money 
in a new machine because it will make 
his plant more efficient; and it actually 
reduces the cost of production instead 
of raising it. 

Advertising works in very much the 
same way. Having produced goods to 
sell, a manufacturer can reach his cus- 
tomers more efficiently and more econo- 
mically through advertising than through 
any other means. By spending a certain 
amount for advertising, he reduces the 
cost of selling his goods instead of rais- 
ing it. Very often this results in lower 
prices to the consumer. Many well-known 
articles have been greatly reduced in 
price because manufacturers expanded 
their business through advertising and 
were able to make the economies result- 
ing from large volume. 

Many a great business owes its growth 
to the help of advertising. It brings the 
seller and buyer together and serves 
them both. It does not raise prices. 


e KEYSTONE FEED & FARM PROD- 
ucts Corp., Uniontown, Pa., held its 
formal opening January 16, giving away 
a jack knife to each of the first 12 pur- 
chasers of 100 pounds of feed or more. 
The new firm is being operated by William 
T. Hunt. 
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Farmer’s Claim for Poisoned Cows 


Gives Lem Jones the Jitters 
@ But Things Happen When Mickey Takes a Hand 


E angry words that roared over 
the telephone wires struck like so 
many darts into the ear of Lem 

Jones, Hickory Grove feed dealer, and 
froze him with astonishment. On the 
other end, his thick neck a burning crim- 
son, Farmer Hodge Peters was shouting 
invectives into the mouthpiece that made 
the women along the country line who 
had a habit of listening in slam down the 
receiver in embarrassment and go about 
their washing. 

My Cows Are Poisoned 

“One of my cows died this morning,” 
thundered Peters, “and Doc Hart cut her 
open and found poison in her stomach. 
He says it was mixed with that feed I 
bought from you last week and, by the 
blankety blank, you’re gonna pay for the 
loss of the critter. And what’s more six 
more of my cows are sick and if they die 
you’re gonna make good for ’em too.” 

Mickey, the office boy, stared in amaze- 
ment at Lem Jones’ pale features, and 
quivered at the threatening note of 
Farmer Peter’s words which he could 
hear plainly across the room. The tirade 
from the other end of the wire suddenly 
stopped and Lem, in a scarcely audible 
voice, agreed to drive out and check on 
the trouble. 

All Efforts Ruined 

Hanging up the receiver he sank into 
his chair and mopped the cold prespira- 
tion from his face. The thought of paying 
for a herd of dairy cattle wasn’t exactly 
pleasant and besides it had taken him a 
year to get Farmer Peters to use his 
brand of feed and just when he had him 
well started on it this had to happen. 

Bouncing out of his chair he reached 
again for the telephone and was soon 
talking to a state chemist who agreed to 
go to the Peter’s farm on the following 
day to analyze the feed. Realizing that 
it would be better to see the farmer when 
the chemist was at work, Lem postponed 
his visit until the following day. 

Even the weather seemed to forebode 
evil as Lem piloted his car over the 
country lanes next to the Peters farm. 
The fog was so thick that he could hardly 
see the radiator cap and a steady down- 
pour of rain kept feeding the already 
overflowing puddles in the road. 

As he extracted himself from his auto- 
mobile, he could see Hodge Peters, com- 
ing from the barn. The farmer and Lem 
met. Neither, for a moment, spoke a 
word, but the look in Peter’s eyes told 
Lem Jones that he would be fortunate 
if he could leave the premises alive. 

“Jones,” snarled the farmer. “Another 
cow died this morning and you’re gonna 
pay me plenty ‘fore I get through with 
you. And what’s more fellows like you 
ought to be put in jail for selling feed 
like that.” 
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By EMIL J. BLACKY 


“Just a minute, Peters,” Lem finally 
managed to roll off his dry lips. “It isn’t 
fair to blame the feed until you find out 
that it was actually the reason for the 
death of your cows.” 

“What else could it be,’ shouted the 
farmer. “Them critters were all right un- 


Tyg and LEM JONES 
are back again and, as 
usual, in trouble. Read how they 
solve their difficulty this time 
and watch for more interesting 
articles about them in future 
issues of The Feed Bag. 


til I started giving ’em that thrash you 
kept begging me to use. I’ll have the law 
on you for this and plenty.” 

“You know very well that I’ll make 
good if my feed is to blame,” pleaded 
Jones. “I want to find out myself so I 
called a chemist yesterday who should be 
here any minute now to analyze it.” 

“What feed you gonna analyze,” taunt- 
ed the farmer. “I burned the whole lot 
of it yesterday to be sure that none of 
the other animals on this farm would be 
poisoned.” 

At the mention of this Lem almost 
melted. His only chance to prove that his 
feeds were innocent was destroyed! 

“Well, haven’t you one little scoop full 
left somewhere,” he begged. 

“Not a mite,” answered the farmer. “I 
didn’t want another drop of it around.” 

“T guess there’s nothing to be done,” 
shrugged Jones. “Send me your bill for 
the cows.” 

Prepares for Bankruptcy 

As Lem drove back to town through 
the driving rain he visioned his feed store 
going under the auctioneer’s hammer and 
himself working on a WPA project to 
make a living. He was so downcast that 


he even failed to greet several customers 
at the warehouse platform waiting for a 
load of grist. What was the use talking 
to them he thought. He wouldn’t be doing 
business with them much longer anyway. 

Dropping disconsolately into his office 
chair he noticed the new issue of the 
local paper. Glaring at him from the front 
page was a headline reading ‘Peters’ 
Herd Poisoned; Feed Is Blamed.” 

Ordinarily this would have been the 
last straw, but Lem was already so re- 
signed to his fate that it didn’t matter. 
The bad publicity would kill any of the 
good will he had built up over the years. 
But what was good will worth without a 
business to which to apply it? 

Calls for Mickey 

“Mickey?” Lem called, deciding that he 
might as well tell him to start looking for 
another job. There was no response. 
Jones called again at the top of his voice 
and one of the warehouse men came into 
the office. 

“Mickey hasn’t been in today,” he 
said. “I called his home and his mother 
said he left as usual this morning. She’s 
worried about him too.” 

“A fine mess,” thought Lem. “Every- 
thing happening at once.” But his 
thoughts in this direction were hastily 
dispelled when Mickey came in out of 
the rain with the burly Hickory Grove 
sheriff trailing at his heels. 

The Sleuth Reports 

“Mr. Jones,” blurted Mickey, so ex- 
cited that he was barely able to talk, 
“the sheriff and I just came from the 
Peters’ farm and his son Bob confessed 
putting the poison in the feed to get 
even with the old man for not letting him 
go to the city to look for a job. I suspec- 
ted him so the sheriff and I hid in the 
barn and caught him red handed when he 
fed the stock this noon.” 

It took Lem a few minutes to realize 
what had happened but when he did he 
lifted Mickey off the floor and hugged 
him like a long lost son. Even then he 
couldn’t say a word but the tears Mickey 
saw in the eyes of his boss bespoke more 
gratitude than all the words in the world. 


e ROY I. CAMPBELL and Leonard 
J. Keefe, well known grain commission 
men, Milwaukee, Wis., are leaving Feb- 
ruary 12 for a motor trip to New Orleans 
and other points in the South. 


NEW BOOKLET 

“How Can a Hen Over Eat and Still Be 
Starved” is the title of a new booklet on 
vitamins as a feed supplement which has 
just been published by the Dawes Prod- 
ucts Co., 4300 S. Damen avenue, Chicago, 
Ill. Those who desire copies may obtain 
them free by writing direct to the 
company. 


| 
| 
. 
oe 
| 
lye 
} 
| 
j 
‘ 
| 
| 
| 
| 
H 
| 
j 


e HARRY STRATTON, president, Strat- 
ton Grain Co., Milwaukee, Wis., left Jan- 
uary 23 for his Florida home to spend 
the remainder of the winter. Because of 
flood conditions Mr. Stratton was com- 
pelled to ship his automobile to Wash- 
ington, D. C., on the train from whence 
he drove to Miami beach. 


e J. WALTER RICE, Milwaukee, Wis.. 
who has been spending a vacation in Flor- 
ida, returned to Milwaukee recently for 
several weeks after which he intends to re- 
turn again to Miami beach. 


e BLISS FEED STORE, Whitewater, 


Wis., has been purchased by Edwin Coe 
and Alfred Tollackson. 


Roving Reporter Goes Visiting 
Among New York Dealers 


(Continued from Page Thirteen) 

the center of the grape industry. In a 
store building on Water street, just off 
Main, is the home of the Fredonia Poultry 
Supply Co., operated by Howard T. Rey- 
nolds. Reynolds, tall, heavy-set and jovial, 
is a comparative new-comer to the feed 
business, having been in his present loca- 
tion but four years, although for seven 
years he has been associated with the 
trade. 

We listened with interest while he took 
care of a customer. The man was having 


FARME 


of the company. 


consuming territories. 


ORE than 35 Million Tons have been 
sold. Large numbers of dealers have 
handled V-C continuously for 30 years. 


Dealers are given the support of vast man- 
ufacturing, selling and advertising facilities 


Opportunity for dealers in new fertilizing 


Virginia-Carolina Chemical Corp. 
EAST ST. LOUIS, ILLINOIS 


Write 


trouble with his poultry flock and Rey- 
nolds, from his own extensive knowledge 
of management, diagnosed the trouble. He 
sent the customer away satisfied that his 
feed dealer had a real interest in his suc- 
cess. Reynolds conducts the business alone, 
operating one truck over regular routes. 
His store is neat, the show windows well 
dressed and the feeds and remedies are 
displayed to good advantage. Those who 
trade with Reynolds find him trust- 
worthy. He stocks but one line of trade- 
marked feeds, which he pushes to the best 
of his ability. Customers are mostly vil- 
lagers and nearby farmers and he finds 
that dog-foods and remedies account for 
a sizeable slice of his year’s business. 
Partners Doing Well 

Some miles south, in the valley of the 
picturesque Canadaway creek, is Laona, 
an old settlement first populated by French 
immigrants. On the hills beyond is a 
large dairy industry, the serving of which 
Bull & Bouquin find profitable. They 
operate a mill that for a century or more 
has been grinding out profits for various 
owners. It stands solidly on stone founda- 
tions high above the flood mark of the 
Canadaway which roars just to the rear. 
Addison Bull, short, well-set and youth- 
ful, with a pleasing personality, and Ellis 
Bouquin, tall, gray-eyed and confidence 
inspiring, preside at the grinding. Their 
trade is largely custom grinding and they 
specialize on their own brand of dairy 
feed but stock a trade-marked line of 
poultry mashes and feeds. 

They take pride in the old mill and tell 
that once a famous line of buckwheat flour 
was ground on its stones. Although they 
have operated the establishment for only 
two years they find their business grow- 
ing steadily. Bouquin was for 15 years 
employed in the mill he now operates. He 
has a customer, he says, who 50 years ago 
tended the stones in the same mill, who 
drives over the hills with horse and wagon 
to buy at the place where once he worked. 


e GEORGE H. SCHAAF, Schaaf’s feed 
store, Des Moines, Ia., secretary of the 
Independent Feed Dealers of Iowa, re- 
turned to his office January 18 after con- 
quering a combined siege of the flu and 
asthma which kept him confined to his 
home for several days. 


e DAVID HART has opened a feed store 
at Sherburn, Minn. He will handle baby 
chicks as a sideline. 


PACIFIC MEETING 


The annual meeting of the Pacific 
Northwest Feed association will be held at 
the New Washington hotel, Seattle, Feb- 
ruary 22. One of the outstanding speak- 
ers will be Lee Vanderlinden, associate 
editor of Western Irrigation, who will dis- 
cuss the importance of minor plant ele- 
ments in plant and animal nutrition. Floyd 
Oles, well known in the feed industry, is 
secretary of the association. 
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Merchandising 


HE theory of credit selling is that it is more convenient 
for the customer to lump his purchases and pay once a 
month than to pay for smaller quantities every time 
they are bought. Consequently, credit is fundamentally a 
service. Like other types of service it is sound reasoning to 
expect the customer who uses it to pay for it and to give the 
customer who does not use it the price advantage. 
Advertising—A Service 

At first thought, advertising is not considered a service to 
the customer. True enough, much of the advertising being 
done couldn’t be called service by the longest stretch of the 
imagination. Good advertising is a service, however—a service 
of information. It tells a customer where he can buy certain 
things and in many cases at what price. It tells him about new 
developments in the field of farm supplies. It tells him what 
results other customers are getting with the products you 
sell. It saves him a lot of time and trouble which might other- 
wise have to be spent investigating the source of supplies and 
what can be expected of the various products. 

Adjustments on Unsatisfactory Goods 

One day while the writer was handling production for a 
pump manufacturing company a customer phoned the head 
of the organization and told him that he didn’t think the pump 
installed on his place was worth the money he paid for it. 

“All right,” remarked the general manager, “send it back and 
you will find a check waiting for you here.” 

Absolute satisfaction or money back—that’s the principle 
with which John Wanamaker shocked the merchandisers of 
his day when he announced it as the policy for his store. Yet, 
practically all of them have come to the same policy today. 
Regardless of what you sell, you must let your customers know 
that you stand behind the product 100 per cent. If you can’t 
do that, you had better switch to another line. 

Naturally, such a policy doesn’t mean that you are going 
to let people impose upon you right and left. Once in a while, 
someone may do that. Occasionally, it may be worth while 
letting them get away with it. More frequently, however, you 
can re-sell them on the product and make a more satisfied 
customer. 

The story is told that Thomas Edison was invited to survey 
a manufacturing plant and make recommendations. When 
he arrived, he asked first to be taken to the scrap heap and 
remarked, “I don’t need to see any more of the plant than 
that.” Complaints are to a certain extent, the scrap heap of 
the merchant’s business. [ook at complaints in a fair, common 
sense way. Only a few complaints are made without some 
supposed basis of logic. By studying complaints and by 
getting back of the complaint to the real or imaginary reason 
for it you can learn a lot of things that will help you in your 
selling and service. 

Farm Advisory Service 

It isn’t necessary that the farm supply dealer be a county 
agent or a veterinarian in order to offer some worthwhile ad- 
vice and suggestions to customers. In fact, much of the advice 
is of a nature that the dealer can give authoritatively and so 
take a lot of work from the farm agent’s shoulders. You can 
work closely with the county agent or the local veterinarian 
and agricultural teacher, supplementing their efforts and secur- 
ing their good will. There are a lot of things that you could 
do and which will help you build business which the county 
agent would hardly find time to do. 

If you are selling feed, here are some services that you could 
offer to your customers: (1) Cull chickens, (2) Mate flocks, 
(3) Offer suggestions on housing and sanitation, (4) Perform 
postmortems on baby chicks—largely to determine that your 
feed is not killing them, (5) Help them keep records of growth 
and production, (6) Cooperate in the organization of pig and 
calf clubs, ton litter contests, etc., (7) Put in a Babcock tester 


THE FEED BAG — February, 1937 


Chapter 20. (Part 2.) Selling Through Service 
By F. Harvey Morse 


Farm Supplies 


for the convenience of milk shippers in case there is no local 

milk or cheese plant or cream station, (8) Supervise feeding 

to see that it is done in the right way and in the right quantities. 
; Should Dealer Charge for Culling? 

Particularly in connection with the culling of poultry (which 
is quite a job) the question comes up, “Shall the dealer charge, 
or shall he not?” There are two schools of thought here. Some 
say, “Do it for nothing as a good will builder and to sell poultry 
feed.” Those dealers usually make an agreement that the 
poultryman will buy feed from them before doing the culling. 
Other dealers take the attitude that a customer apnpreciates the 
service more if he pays for it, and they say, “The customer has 
more confidence in the work if he doesn’t feel under obligations 
to buy your product.” These dealers make a charge of from 
two to five cents a bird for the service. Most of them will then 
credit that charge on the first purchase of poultry feeds. 

If you are handling fertilizers, you can offer similar super- 
vision to insure the proper choice of seeds, proper planting and 
correct fertilization. If necessary, you may arrange for soil tests 
to indicate any treatment that may be required to encourage 
better crops: You might also cooperate with the county agent 
in promoting corn clubs and activities of that sort among 
the youngsters. 

Many dealers are offering an educational service to their 
customers by means of regular farmers’ meetings. The method 
of handling such meetings is covered in Chapter VII. Such 
educational efforts have taken the form of bulletin boards in a 
number of dealer’s stores—boards on which the merchant has 
tacked items of general interest clipped from current magazines. 

Furnishing Government Bulletins 

One dealer built himself a tremendous business through 
a government bulletin service. This dealer had noticed that 
the farmers were not getting as many bulletins as they should 
have been reading. Some didn’t know what bulletins were 
available and in many cases it was just a little too much trouble 
to write anyway. Through the state department of agriculture 
and United States department of agriculture (through the 
congressman) a large quantity of bulletins particularly adapted 
to local community needs were obtained, including a number 
of agricultural year books. One corner of the store was ar- 
ranged as “The Farmers’ Corner.” There was a rack in which 
the various bulletins were neatly arranged so that they could 
be looked over easily. Chairs and a table were placed handy 
so that the farmers could look over the material leisurely and 
select the bulletins that they could really use. This dealer 
advertised this particular service thoroughly. He even extended 
it to the point of mailing requests for special bulletins for the 
farmer. Many farmers who had never been in this particular 
company’s office come in town to look over bulletins and while 
there look over the merchandise—and buy. 

Another help that dealers are giving their customers is the 
use of their store paper or of a store bulletin board to advertise 
their hogs or other products for sale or trade. Such service is 
greatly appreciated, particularly where there is no available 
classified newspaper advertising service. 

The use of rest and waiting rooms—another form of appre- 
ciated service is covered in Chapter XXI. 

Offering a Repair Service 

If you are selling machinery of any sort, it is essential to 
have a man competent to service that equipment. If a farmer 
is half through with his plowing and something goes wrong 
with his tractor or the disc he doesn’t want to wait for a rep- 
resentative from Chicago to make the repairs, nor does he want 
to wait for you to send away for the repair part. You will 
want, therefore, to keep in stock the most called for repairs. 
There will, of course, be times when a repair part is asked 
for which you could not be expected to have. In such a case, 
prompt service in putting the order through is vital. Should 
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OU Can Be an Authority 
On Feeding Problems 


Customers place more confidence in you and 
make more purchases if they can depend on 
you to help them solve their feeding problems. 
The answer to every question can be found in 
the New and Completely Revised 20th Edition 


By F. B. MORRISON 
Price, $5.00 per Copy 


Get Your Copy NOW! 


THE FEED BAG, 
741 N. Milwaukee St., 
Milwaukee, Wis. 


Please send me.......... copies of the New 20th Edition 
of “Feeds and Feeding.” You will find check attached. 


(J Find extra $1.00 to include year’s subscription to 
The Feed Bag. 


Firm Name . 


Address 


MR. DEALER: 


JG, 


IT’S THE 
THEY CAN BUY. 


223 W. 


- 


257575 


@ IN FEBRUARY SELL LIFE INSURANCE. SELL IT 
TO YOUR POULTRYMEN IN THE FORM OF ARCADY 
WONDER CHICK FEEDS FOR ALL THOSE CHICKS 
THAT ARE COMING INTO YOUR SECTION. 


BEST AND CHEAPEST INSURANCE 


“PREMIUMS” ARE REASONABLE. 
YOU ARE THE “AGENT”. 


ARCADY YET, WRITE 


ARCADY FARMS MILLING COMPANY 
JACKSON BOULEVARD 
CHICAGO, ILLINOIS 


a customer ask for a repair part on a competing machine, ar- 
range to get it. Don’t send him to your competitor. Sell him 
on your service and maybe later you can sell him one of your 
machines. 
Cooperating With Agricultural Leaders 

The supply merchant will do well to make friends with his 
county farm agent, vocational agricultural teacher and local 
veterinarian. Each can help the other in his work. Representa- 
tive of one form of cooperative service is an Oklahoma merchant 
who, among other things, operates a produce house. He invites 
the vocational agricultural instructor to bring his poultry 
classes into the house to study judging, culling, etc. This same 


The services of the successful feed dealer are extended 
into the farmer's own poultry yard. 


right 


dealer, on the suggestion of the county agent, installed a Bab- 
cock tester in his store for the convenience of local cream 
shippers since there was no cream station in the town. The 
farm agent does the testing twice a week. 

Regardless of the form of service you are giving or consider 
giving, remember its place in your business is justified by the 
sales it makes for you. It helps build good will, to be sure, 
but you also want orders. Advertise your various services as 
inducements for customers to buy from you. Tell about them 
when you call on the farmers. If any form of service doesn’t 
in some way result in business, you are probably safe in dis- 
carding it. 


eS 


IF YOU DON'T SELL 


7” 


IT 


~ 
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Central Association 


Selects June 7 and 8 
For Convention 


IHE Central Retail Feed association 

will hold its 12th annual convention 

June 7 and 8 at the Schroeder hotel, 
Milwaukee. These dates were decided 
upon and the details of the program were 
discussed at a meeting of the executive 
committee of the association which was 
held at Milwaukee, February 1. 

Feed dealers who attend the conven- 
tion will be given a real advanced course 
in merchandising. Experts in the field of 
selling and advertising will tell of new 
methods which can be applied success- 
fully in developing increased sales and 
bigger profits. Other men of authority will 
discuss the new trends in legislation which 
have created many new problems for the 
retail dealer. 

Cash Attendance Prizes 

As in former years a cash fund has 
been set aside for the awarding of at- 
tendance prizes. The winners will be able 
to help defray their convention expense 
but it will be necessary to be present at 
the time the drawing is made. Absence 
from the sessions at which prizes are 
awarded will be an automatic forfeit on 
the part of the person whose ticket 
number is drawn. 

The annual banquet will be held, as 
usual, on the first evening of the conven- 
tion. There will be no featured speakers 
but plenty of entertainment provided 
through the courtesy of members of the 
Milwaukee Grain & Stock Exchange. 

The board of directors of the associa- 
tion will hold a breakfast conference on 
the opening morning of the convention 
and the Salesmen’s club, an organization 
of sales representatives affiliated with the 
association, will also hold its annual meet- 
ing while the feed dealers are in session. 

Final arrangements for the convention 
program have been left in the hands of 
the president and executive secretary. 
They assure the dealers that nothing is to 
be spared to present the best features in 
the history of the association. 

Series of Spring Meetings 

The executive committee, after discus- 
sing the convention, voted upon other 
association activities. The holding of a 
series of spring meetings throughout the 
Central association territory was ap- 
proved and the time and place of each is 
to be announced in the near future. A 
feature speaker who will talk on a subject 
pertinent to the feed trade will be ob- 
tained for the meetings and local as well 
as general problems are to be discussed. 
Dealers who attend will also be informed 
of the progress of the Centrai conven- 
tion program and large delegations from 
each district are to be encouraged. 

Such a plan has already been adopted 
by the Northwestern Wisconsin District 


THE FEED BAG — February, 1937 


club which has furnished its members 
with tin cans having a hole punched in 
the top into which the: dealer drops a 
dollar every Saturday before closing time 
so that when he is ready to come to Mil- 
waukee he will have accumulated his con- 
vention expenses. 
Approve Salt Survey 

As a result of complaints voiced by 
many dealers to the effect that salt com- 
panies were granting lower prices to con- 
sumers such as canneries, picklers, laun- 
dries and tanners, the executive commit- 
tee of the association voted to conduct 
a survey to determine what can be done 
about the situation. The dealers contend 
that the lower prices offered to these 
types of buyers as compared to those 
granted to them encourages some of this 
salt to become available in the retail trade 
and thus constitutes an unfair trade 
practice. 

The Central association has been con- 
ducting a survey for the purpose of ob- 
taining lower power rates for feed grind- 
ers and the executive committee voted to 
continue this project and follow through 
until tangible results are shown. The com- 
mittee directing the work on reduced 
power rates is working with the Wiscon- 
sin public service commission and has al- 
ready presented this body with much data 
gathered. 

At the convention held in Milwaukee 
last year the association voted to select 
one outstanding 4-H club boy and girl 
each month in cooperation with club lead- 
ers and to present those designated with 
an award through their local feed dealers. 


COLBY A. PORTER 


The first of these awards will be made 
some time next month. Purpose of the 
plan is to develop a closer relationship 
between the feed dealer and the 4-H club 
and to help promote its many activities 
for the betterment of agriculture. One 
whole session of the Central convention 
last year was devoted to talks by 4-H 
club leaders and actual demonstrations 
by club members. 

The executive committee at its Mil- 
waukee meeting also approved the appli- 
cations of 27 new members who recently 
joined the association and recommended 
a continued drive for additional mem- 
berships. 

Present officers of the Central associa- 
tion are Colby Porter, C. S. Porter, Fox 
Lake, Wis., president; Fred Christopher- 
son, Cooperative Produce and Shipping 
Ass’n., Milltown, Wis., vice president; 
Roland Reinders, Reinders Bros., Elm 
Grove, Wis., treasurer, and David K. 
Steenbergh, Milwaukee, executive secre- 
tary. 


Treasury Will Receive Claims 
On Stock Tax Losses 


ROVIDING that they can prove they 

have not passed the burden on to the 
customer, feed dealers have an oppor- 
tunity to obtain a refund on processing 
taxes paid to the government on floor 
stocks on hand at the time the processing 
tax provisions of the AAA went into 
effect July 7, 1933. 

Such claims must be filed on P.T. 
Form 76 on or before June 30, 1937. 
These forms may be obtained from the 
local internal revenue office. 

The provision governing this refund 
reads that “no reimbursement shall be 
made or allowed in pursuance of court 
decisions or otherwise of any amount 
paid by or collected from any claimant 
as tax under the Agricultural Adjustment 
act unless the claimant establishes to the 


satisfaction of the commissioner of in- 
ternal revenue, the trial court or the 
board of review (a) that he bore the 
burden of such amount and has not been 
relieved thereof nor reimbursed therefor 
nor shifted such burden directly or in- 
directly (1) through inclusion of such 
amount by the claimant in the price of 
any article processed from any com- 
moditiy on which a tax was imposed (2) 
through reduction of the price paid for 
any such commodity or (3) that no un- 
derstanding or agreement, written or oral, 
exists whereby he may be relieved of the 
burden of such amount.” 

Suppose, for instance, that a dealer 
had on hand 500 barrels of flour when 
the processing tax went into effect. Under 


(Continued on Page. Forty-one) 
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900 DEALERS NO-MILK 
Recommend NO-MILK CALF FOOD 


CALF FOOD Our ads tell the farmers 
They can’t be wrong. Since to “get it from their feed 
1885, No-Milk has saved dealer.” 
money for three generations d i. f 
of dairy farmers. No-Milk is . 80 don’t be out o 
now better than ever—con- No-Milk when your cus- 
tains all the vitamins. At tomers ask for it. 


your dealer, or he will ord- 
er for you. 


aa NATIONAL FOOD CO. 


FOND DU LAC wis 


A postal request will 
bring you complete infor- 
mation about our profit- 
making dealer proposition. 


We have a large stock of Beet Molasses in barrels, Cane 
Molasses in barrels, Dried Beet Pulp, Dried Skimmilk, Dried 
Buttermilk, and Semi-Solid Buttermilk. Of course we are 
always able to make shipment of Mill Feeds, Oilmeal, Soy 
Bean Meal, and Grains in carloads or truck load lots. Please 
call us for prices, when you are interested. 


FARLEY FEED CO. 


Wholesale only 
JANESVILLE, WISCONSIN 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss. 
Your patronage is appreciated. 


HYGENO LITTER VACTO-LAC 


LAPP’S HYGENO POULTRY LIT- Why take chances with 
t is especially treated with chemi - a 
ing it distasteful to chicks and VACTO-LAC 
also giving it disinfectant properties to production . . Hatchability 
improve sanitation. . - Livability. Hatcheries are 
demanding that VACTO- 
LAC be fed to their flocks. 
It increases hatchability ten 


to twenty per cent. 


Commercial 


SPECIALIZE: IN CONCENTRATES 
Minneapolis, Minn. - - - Nevada, la. information. 


Write now for prices and 


MILL MACHIN ERY 


Get our New Low Price on the 1937 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


1937 Model 
Feed Mixer THE DUPLEX MILL & MFG. CO. 


SPRINGFIELD, OHIO 
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e AL KRAUSE, Krause Bros., Beloit, 
Wis., finally succumbed to the boasts 
made about California climate and _ re- 
cently left for that state on a motor trip. 
e SPRINGFIELD LUMBER, FEED & 
Fuel has taken over the business of the 
Taggart Lumber Co., Springfield, Wis. 


e WILLIAM E. McBANE, son of Baxter 
McBane, who has been operating the Mc- 
Cordsville Grain Co., McCordsville, Ind., 
died recently following a brief illness. 
DEWEY HALES DEAD 

Dewey V. Hales, president and founder 
of the Hales Milling Co., Milwaukee, 
Wis., died suddenly at his home January 
23 following a heart attack. He was 56 
years old. Mr. Hales organized the Hales 
Milling Co. in 1911 and remained its 
head until his death. 


Good News 
For Feed Dealers 


are three new products 
you'll want to stock. There is a 
steady all-year demand for them— 
and a nice profit for you on every 
bag you sell. 


Hen- Dine 
Chick - Dine 


The two new iodized calcium supplements 
for poultry—one for growing and mature 
birds, the other for chicks. Fed like ordi- 
nary shell, they provide the necessary cal- 
cium together with the correct amount of 
iodine to insure maximum digestion and 
most complete utilization of all feeds. The 
results are more rapid growth, higher vi- 
tality, earlier production of eggs and market 
birds, longer laying periods, more eggs, 
better shells, and increased profits. 


Arrow-Head 


INSOLUBLE GRIT 


Made from pure flint, the hardest and most 
efficient insoluble poultry grit on the mar- 
ket. Available in chick, hen and turkey 
sizes. 

And, lest you forget, our regular products 
are No. 4 Calcium Carbonate Flour, Elec- 
tro Calcium Carbonate, Iodized Calcium 
Carbonate, Shellmaker in chick, hen and 
turkey sizes, and Cal-Carbo. 


Write today for samples and prices 


CALCIUM CARBONATE CO. 
43-A East Ohio Street Chicago, Illinois 
Our mills are located at the following convenient 


Bear, Mo. 
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City feed and seed store, Delphos, 
formerly located at 229 W. Second street, 
is now open for business in the Fortener 
building on E. Second street. 

D. M. Weakly, manager of the New 
London chick hatchery, has opened a feed 
store in New London. 

L. H. Simmons has given up his part- 
nership in the C. W. Thompson Co., 
Washington C. H., and the business, 
started 11 years ago, will be continued by 
Mr. Thompson. 

Haviland Grain Co., Haviland, was re- 
-—_ robbed of $300 worth of clover 
seed. 

Bailey-Cain Co., Inc., has succeeded 
to the business of E. I. Bailey, long en- 
gaged in the grain and feed business at 
Cleveland. 

Sam L. Rice was reelected president of 
the Toledo board of trade, Toledo, at a 
recent meeting. Other officers chosen 
were A. C. Hoffman, first vice president; 
W. E. Savage, second vice president; A. 
E. Schultz, secretary; W. A. Boardman, 
treasurer, and Joe P. Lackey, H. W. Ap- 
plegate and A. E. Trost, directors. 

Tusco Farm Bureau has purchased the 
E. N. Troyer elevator, Bolivar. 

V. E. Herter & Co., Dayton, has pur- 
chased the Snell elevator, De Lisle. 

MICHIGAN 

E. B. Bailey, feed and grain dealer, 
Reading, recently passed away as the re- 
“ of a heart attack. He was 84 years 
old. 

New Troy Mill, New Troy, has in- 
stalled a Diesel engine. Floyd and Dean 
Morley are the proprietors. 

Farmers Elevator, Inc., has opened for 
business at Ruth with Cash P. Cook as 
manager. 

George Peterson who operated a feed 
mill at Lansing for many years died in 
Florida recently where he had gone to 
regain his health. 

A. K. Zinn & Co., Battle Creek, has 
remodelled and reopened the old Hey- 
wood mill, Jackson. 

Buchanan Coops, Inc., Buchanan, has 
purchased the Pears East Grain Co. feed 
mill and completely remodelled it. 

Chesaning Farmers Elevator Co.. Ches- 
aning, is completing its new plant. Mod- 
ern machinery is being installed. 

Dovey Bros. elevator, Batavia, has 
been purchased by Warren Williams, 
Bronson. 

Durand Milling Co., Durand, has in- 
stalled a new hammer mill. 

Fox & Basler, Freeland, have installed 
a feed mixer. 

Enos Hawes has taken over the Forest 
Hill elevator, Forest Hill, formerly op- 
erated by Hudson & Hudson. 

Farmers Milling Co., Mt. Clemens, re- 
cently completed the construction of a 
brick office building and three-car garage. 

Armada Elevator Co. has purchased the 
Armada Flour Mills, Armada, operated for 
many years by Thomas Neely. 

Wixom Cooperative Association, Wix- 
om, is building a garage and filling station. 

Wm. Hayden Milling Co., Tecumseh, 
suffered a loss of $2500 on January 9 when 
fire damaged its plant. 

Wendt Garin Co., Edwardsburg, has 
installed a feed mixer and grain drier. 
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“YOU BET | HANDLE ARMOUR 
FEEDS. THEY’RE AS FINE AS 
MONEY CAN BUY. AND 
STOCKMEN COME BACK FOR 
"EM TIME AFTER TIME. THAT 
MEANS PROFITS FOR ME!” 


® That’s what feed dealers all over 

the country are saying. They know 

from experience that stock raisers 

are regular Armour customers, be- 
cause Armour’s Supplementary 
Feeds put good, an flesh on their 
cattle and hogs in less time. That 
means more business...steady profits 
for the man who carries the Armour 
brands. It’s good business to feature 
the feeds your customers are asking 
for...stock up on the Armour line. 


ARMOUR’S 
DIGESTER TANKAGE 
Highly digestible and palata- 
ble. Light, mealy, high in pro- 
tein. Less than 3% fibre. Puts 
sound flesh on hogs in less time. 


ARMOUR’S MEAT AND 
BONE SCRAPS 


Dairy cattle give more milk and 
drop stronger calves when fed 
this ration. Provides valuable 
mineral and protein elements. 


Write to the Animal Feed Department, Armour and Com- 
pany, Union Stock Yards, Chicago, for full details 
about these profit-making products. 


ARMOUR COMPANY 


BABY CHICKS... 


WE ARE BROADCASTING OVER 
33 RADIO STATIONS the value of 
poultrymen feeding Baby Chicks 


| PILOT BRAND Oyster Shell — Chick 
| 


We suggest keeping well 
) stocked with this size of 


PILOT 
BRAND 


| OYSTER SHELL PRODUCTS CORP. 


New Rochelle, N. Y. St. Louis, Mo. 


PILOT 


BRAND 
OYSTER SHELL- 
FLAKE 


London, England 


e330 


Ai mours i 
| 
| 
} ; 
3 
ws 
N 
“J 
| 


e W. E. WOOD, Terryville, Conn., has 
sold his business to the Bristol Grain & 
Supply Co., Bristol, Conn. 


++ 


e MUELLER & SONS CO., Grand 
Mound, Ia., have remodeled their feed 
and grain plant and increased its cap- 
acity. 


a 


e HARRY OPPER, Howard City, 
Mich., has built an addition to his feed 
store and installed new equipment. 


e DICKERSON PRODUCE & FEED 
Co., Knoxville, Ia., has replaced its 
plant recently destroyed by fire with a 
new and modern structure. 


eBOYD MILLING CO., Boyd has 
opened for business with Clifford Bass as 
manager. 


ae 


e A. G. BEMMELS, well known feed 
jobber, Minneapolis, Minn., has moved 
his offices from the Chamber of Com- 
merce building to 510 Hodgson building. 


e NUNN-BETTER MILLING CO., 
Evansville, Ind., has remodeled its plant, 
doubling the capacity and_ increasing 
grain storage to 50,000 bushels. 

e S. Q. FRENCH has purchased the 
Sioux Valley Mill Co., Hawarden, Ia., 


from Ernest Larson. 


NORGE COD LIVER OIL 


(100% Pure Norwegian Cod Liver Oil) 


@ Stocks on hand of recent arrival have been released after 

inspection by the United States Government for completeness of 

required contents of Vitamins A & D, assuring you of a quality 

product. 

@ Can ship from Milwaukee same day as order is received. Wire or phone now. 
— Phone us for quick service on — 

Dried Brewers Grains, Maltsprouts, Millfeeds, Big Chief Meat scraps, Staley’s Corn Gluten 


Feed, Soybean Oil Meal and Corn Oil Meal Premier Swedish Peat Moss (Poultry or 
Horticultural) carloads or less. 


DEUTSCH & SICKERT CO. 


741 N. Milwaukee St. Milwaukee, Wisc. Phone. Marq. 3140-3141 


Cream in quality as well as name 


Made as a specialty in a specially equipped mill for cooking, 
drying and milling a baby food for calves. 


Unequalled in quality and results. 


Shipments made to dealers only; 200 lbs. up. Your order 
will be much appreciated. 


RYDE & COMPANY 


Specialists in Calf Meal Since 1912 
5425 W ROOSEVELT RD. CHICAGO, ILLINOIS 


AS THE PROTEIN AND /¢ 
MINERAL SUPPLEMENT [7S 
FOR ALL FARM FEEDS,” 


For Delivered Price— Any Quantity —Write, Wire or Phone 


THE CHAS. M. STRUVEN COMPANY 


BALTIMORE, MARYLAND 
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e CHARLES MAISER who, with his 
sons, operates the Waconia Flour Mills, 
Waconia, Minn., recently celebrated his 
golden wedding ‘anniversary by taking a 
trip with his wife to Kansas, Oklahoma, 
Texas and other points. 


ae 


e CARL J. B. CURRIE was reelected 
president of the Boston Grain & Flour 
Exchange, Boston, Mass., at a recent 
meeting. Frank C. Bowes was chosen first 
vice president, William M. Wise, second 
vice president, and Clarence O. Case, 
Thomas J. McAuliffe, Loren A. O’Brien 
and Andrew L. O’Toole were elected di- 
rectors for three years. 

e GEORGE MEKEEL, member of the 
firm of M. F. Mekeel & Sons, Yorktown 
Heights, N. Y., dealers in feed, coal and 
hardware, died at his home January 20 
after an illness of eight years. He was 35 
years old. 


ae 


e H. F. FREEMAN, manager for the 
Russell-Miller Milling Co., New York, 
N. Y., recently suffered a broken collar 
bone and several fractured ribs as the 


result of an automobile accident at Baby- 
lon, L. I. 


SALES MEETING 

Waterloo Mills, Waterloo, Ia., will 
hold a meeting for its dealers at the 
President hotel, February 16. Repre- 
sentatives of companies whose accounts 
the Waterloo firm handles will also be 
in attendance. A registration of approxi- 
mately 150 persons is expected. 


M 


Pecos Valley Alfalfa 


TRY OUR 
PECOS SPECIAL! 

IT’S BETTER 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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Your inquiry would be appreciated. 


Scheme to Fleece Dealers 
Exposed in East 


Two feed merchants, F. B. Kern and 
Andrew Balshi, Catawissa, Pa., were 
fleeced of merchandise valued at $650.00 
by confidence men who represented them- 
selves to be in the cattle fattening busi- 
ness and one other firm, the White Milling 
Co., Bloomsburg, Pa. escaped a similar 
fate because of a delay in delivering an 
order. 

William Boardman, 28, and his brother 
Harry, 20, Sunbury, Pa., have been ar- 
raigned and have entered pleas of not 
guilty after being identified by Mr. Kern 
and Mr. Balshi as the persons who pur- 
chased feeds from them under false pre- 
tenses. 

The alleged confidence men made ar- 
rangements to “buy” a farm in the com- 
munity and then posing as cattlemen and 
dressed for the role made the rounds of 
the feed stores, purchased supplies and 
paid for them with bogus checks. Kern 
and Balshi delivered the feed orders to 
the farm and when the hoax was dis- 
covered and they came to reclaim it, the 
“cattle feeders” had disappeared with the 
merchandise. 

The White Milling Co. truck with its 

load of feed intended for the men was 
delayed and luckily arrived after they 
had made their escape. The pair arrested 
will be brought to trial soon and in the 
meantime have been committed to jail 
in default of $2,000 bond. 
e G. W. SCHUYLER, who operates a 
feed business at Wellsburg, N. Y., return- 
ed recently from a vacation in Florida. 
He was accompanied by his wife. 


e STEWART WILSON, Delaware Mills, 

Deposit, N. Y. has left for the South to 

spend a winter vacation. 

e FLOYD VANDERVORT, Vandervort 

Mills, Laceyville, Pa., has erected several 

new flood-proof warehouses. 
WISCONSIN 

Habitzel feed store, Long Lake, was 
recently destroyed by fire. 

Hanson Milling Co., Ashland, has 
changed its name to the Arthur J. Han- 
son Co. 

C. V. Branham, Monico, has leased the 
former William Wilson feed store build- 
ing, Crandon, and will reopen it for 
business. 

Central Cooperative Wholesale, Supe- 
rior, is planning to construct a new feed 
mill. 

Edward Dunn, Lake Geneva, has in- 
corporated to operate a lumber and feed 
business. Capital stock is $25,000. 

Fred H. Green, formerly in the feed 
business at Madison and a brother of Har- 
old Green, feed man at Beloit, died re- 
cently at a Madison hospital after a 
brief illness. 

Kommes feed store, Superior, had the 
front steps torn from its office January 
17 by a drunken driver who was later 
arrested and fined. 

New Glarus Feed & Fuel Co., New 
Glarus has installed seed cleaning equip- 
ment. 
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Shippers of... 


Corn Oats 
Feed Barley 


Poultry and Milling Wheat 


°* Any Grade 
Any Quantity 
Any Time 


Elevator 
MINNEAPOLIS MINNESOTA 


Write or Wire for Quotations 


NATIONALLY ADVERTISED | 


TO THOUSANDS of DAIRYMEN! 


“DEALERS are “‘ going to town”’ with this sensa- 
tional, profit-producing feed. It’s America’s most 
phenomenal calf feed success—dairymen every- 
where want it. Raised four of the world’s greatest 
butter producers. Raises healthy, deep bodied 
calves, free from scours. Cheaper to feed than 
milk. And it’s advertised to your customers in 28 
national farm and dairy publications. Share in 
7 these profits. Stock and feature Calf Manna! 
OF. 


For further information, write Carnation Com- 


‘\ pany, Dept. FB1, Oconomowoc, Wisconsin. 
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Most Cows Are Underfed een only 161 pounds of butterfat per 


FY cow. The best one-third of Uncle Sam’s 
\ Produce Poorly immense dairy herd produced an average 


; ‘ of 220 pounds, the middle third averaged 
The folly of under-feeding dairy cows : > 
was pointed out recently a = 
issued by W. J. Fraser, professor of dairy / 
farming, college of agriculture, University aged only 106 pounds of fat a year.” 
of Illinois. e C. W. BRICK Milling Co. has opened 


“At least three-fourths of the dairy a branch mill at Freehold, N. J. 
cows in Illinois and the rest of the nation o~ 


are underfed at some time during the e THE HORNBY CO., New Brighton, 
¢ year,” he said. “This cutting off of the Pa., one of the oldest feed firms in that 
; top of the ration also cuts off the top of section of the country and operated by 
: the milk which the cow would otherwise the late Percy Hornby has been purchased 
produce and in which lies the profit. by W. F. Mandeville, Beaver Falls, Pa., 
“For the past two years the average and Thomas G. Anderson, New Brighton, 
annual production of the 25,000,000 who will operate it as the Diamond Mill- 

- dairy cows in the United States has ing Co. 


HELP! 


Your Poultry Raisers 
Get More Eggs.... 


. and at the same time increase 
your profits by suggesting they 
use PEARL GRIT in their foods. 


Pearl Grit, the double purpose 
limestone ration, gives grinding 
material and the necessary cal- 
cium carbonate for bone and egg 
shell structure. Tests prove its 
ability to increase egg yields. 


PEED ant CEREAL 


MACHINERY and- SUPPLIES 


We'd like to tell you our 
story and the profits you 
can make ... write us 
for details today ... no 
obligation. 


Catalog No. 97 


@ You should have a copy of 
this Net Price Book handy for 
ready reference when you need 
Machinery or Supplies for 
your mill. Copies mailed upon 
request. Write today. 


PEARL GRIT CORP. 


Dept. FB-27 
PIQUA, OHIO 


ENGINEERS AND MANUFACTURERS SINCE 1872 


414 S§CLINTONIST., CHICAGO 


am, FOR FEED MIXING 
TANK CARS - BARRELS - DRUMS 


<0 QUALITY AND SERVICE UNEXGELLED 


EMPLOYMENT BUREAU 


li Bdentiael 


service 


your to The Feed Bag 


POSITIONS WANTED 


Manager for wholesale and retail feed busi- 
ness. Experienced in and knowledge of whole- 
sale and retail selling, feed mixing, buying and 
management. Salary and commission basis. Will- 
= 4 locate anywhere. Age 42, single. Refer to 

o. 271. 


Manager for flour and feed business. Experi- 
enced in cost and traffic work, also successful 
as salesman. Refer to No. 272. 


Sales promotion manager seeks opportunity 
to build business for ambitious feed manufac- 
turer. Thoroughly experienced in all phases of 
advertising and merchandising. Good record 
and references and willing to prove worth to 
new employer. Age 30, married, two children. 
Refer to No. 1261. 


Feed or flour salesman with 20 years experi- 
ence and excellent references. Acquainted with 
trade in Ohio, Indiana and Michigan. Age 48, 
married, three children. Refer to No. 1262. 


POSITIONS AVAILABLE 
Manager. Experienced to operate a wholesale 
and retail flour and feed branch of a Wisconsin 
milling concern. Salary and liberal percentage 
of net profit. Refer to No. 171-A. 


Salesman. Feed and flour by Wisconsin milling 
concern. Drawing account and commission. Do 
not apply unless = have had successful record. 
Refer to No. 172-A. 


Salesmen. Binder twine, Manila rope, Barbed 
wire and Wire rope. Commission basis, full or 
part time. Good side line. Refer to No. 173-A. 


Salesman. Fertilizer for Western Wisconsin. 
Must have successful sales record and be 25-35 
years old. Farm background preferred, good op- 
portunity. Refer to No. 174-A. 


@ ROBERT BACON, Edward R. Bacon 
& Co., Boston, was at Milwaukee, Wis , 
January 11, visiting old friends at the 
Milwaukee Grain & Stock Exchange. 

e CHRIST BUCHER and Harry Shere, 
Van Dusen Harrington Co., Minneapolis, 
paid a dual visit to Milwaukee recently 
where they extended New Year greetings 
to their many friends. 


e J. M. RIEBS, the Riebs Co., Milwau- 
kee, Wis., is back at his office claiming 
he is as good as new after weathering a 
siege of illness lasting several weeks. 

e A. C. THIEL, who operates a success- 
ful feed business at Slinger, Wis., was a 
recent Milwaukee visitor. He is now lo- 
cated in his new office and warehouse 
which provides a greatly increased ca- 
pacity over the old quarters. 

e SAMUEL L. RICE grain dealer at 
Metamora, Ohio, and president of the 
Toledo Board of Trade, sailed recently 
from New York on a business and pleas- 
ure trip to Porto Rico. 


HAPPY BIRTHDAY 
e O. R. SICKERT, Deutsch & Sickert 
Co., Milwaukee, was host to a group of 
friends, including former presidents of 
the Milwaukee Grain & Stock Exchange 
at a noon dinner held at the Cape Cod 
Inn, January 23, in celebration of his 
63rd birthday. Mr. Sickert was president 
of the Exchange during 1934-35. 
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‘Windfall’? Tax Payments 
Due March 15 


(Continued from Page Fourteen) 


name and address of the company or in- 
dividual to whom payment was made 
and the amount. These forms, in many 
cases, will not be in the hands of the vari- 
ous internal revenue offices until shortly 
before or on March 15 this year. There- 
fore, it will be up to the dealer who has 
accepted refund checks and is subject 
to the windfall tax to obtain Form 945 
by writing to his local internal revenue 
office. He must have have it in the hands 
of the government properly filled out by 
March 15 to avoid penalty. 

Since refunds received amount to only 
$1.00 a barrel and the processing tax was 
$1.38, the question of what action will be 
taken on the 38 cents has been repeatedly 
asked. Will this amount also be subject 
to a windfall tax? Will the millers be 
compelled to repay it? These are all perti- 
nent questions but thus far no one seems 
to have the answer. No doubt some dis- 
position of the problem will be made but, 
in the meantime, the present windfall 
tax requirements set down by the govern- 
ment must be observed. 


e GRAND TRAVERSE MILLING CO., 
Grand Traverse, Mich., sustained dam- 
ages of $27,000 January 17 when fire 
destroyed a part of its plant which was 
aeerey remodeled and brought up to 
ate. 


e BENTLEY DADMUN, the Dadmun 


Co., Whitewater, Wis., is spending a 
winter vacation in Florida. 


e TROY COX, vice president, Albers 
Bros. Milling Co., Seattle, Wash., stopped 
at Milwaukee recently enroute on a 
business trip from the west to the east 
coast. 


e S. E. LEE & SON who operate the 
Osseo feed mill, Osseo, Wis., have im- 
proved their plant by installing new 
equipment and making repairs to the 
dam. 


e ATLANTIC FEED & SUPPLY CO., 
Atlantic, Pa., was destroyed by fire Jan- 
uary 15. 


Sell Poultry ..Dairy Sanitation at a Profit 


and equipment. 


Dairymen use HTH-15 solutions to sterilize dairy equip- 
ment. It kills bacteria, keeps bacteria counts low. HTH-15 
meets the requirements of sanitary codes everywhere. It is 


_ Safe to use on dairy metals. 


Safe- Effective: Economical | 


@ Because it is so handy to use, so economical and so effective, poultrymen 
and dairymen become immediately enthusiastic about HTH-15. Stock this 
modern disinfectant and cash in on a year round profit maker. 


How HTH-15 is Used 


Poultrymen use HTH-15 as a dust to control colds and other respiratory 
diseases. They put a little in drinking water to check spread of disease. They 


Comes in Powder Form 
Easy to handle—easy to use. A handy mea- ' : 
suring spoon in every can—just add to water ' ' 
as needed. No waste from loss of 
container breakage, freezing or lumping 
Economical for user—an easy seller for you. 


Write for full details of our dealer proposition. 


The MATHIESON “ALKALI WORKS (Inc.) * 60 EAST 42nd STREET, NEW YORK 


CHECKS ROUP, 
BRONCHITIS ¢STERILIZES 
use HTH-15 solutions to disinfect incubators, brooders, poultry houses POULTRY EQUIPMENT 


STERILIZES DAIRY EQUIPMENT 
KEEPS BACTERIA COUNTS LOW 


613 


Line of 


tooues. 


WISCONSIN 


WITH BUTTERMILE 


sell. 


Wausau, wis. 


their 


proposition. 


WAUSAU Since 1883 


Decide now to concentrate on the 


WISCONSIN 


CHICK RATIONS 


Improved every year 
with latest 
findings in chick feed- 
ing. Highest in Quali- 
ty—At a price you can 


ARNO CoD Liven e 


WISCONSIN LINE 
dealers have watched 
business 
and prosper with these feeds. They can help 
build up your profits too. Write for agency 


NORTHERN MILLING Co. 


scientific STANLEY'S 


grow 


WISCONSIN 


STANLEY’S 
CROW REPELLENT 


THE STANDARD FOR OVER 20 YEARS 


Protects the farmers corn crop from Crows, Pheasants, Black- 
birds, Larks and all other corn-pulling, birds and animal 
pests such as Moles, Gophers, Woodchucks, Squirrels, e:c. 


LIST PRICES 


1 rt) En f 


FROM YOUR JOBBER OR 
DIRECT FROM US. 


$1.75 


Manufactured only by 


The Cedar Hill Formulae Co. 


P. O. Box 1129G 


New Britain, Conn. 


get 
quick, 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 
© 


Bran and Middlings 


—Higher in Protein— 


TENNANT & HOYT CO. 
LAKE CITY, MINN. 


‘ 


When 1 in the Market: 


For Poultry Wheat — Feed Oats— 
Wheaty Barley — Feed Barley — 


Corn— Feeding Screenings. 


Write or wire for quotations. 


IAWATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


@| “All your needs in grain and feeds” le 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF BRANCH OFFICE 
BUFFALO, N. Y MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 
THE HUBINGER COMPANY, Keokuk, Ia 
ROSENBAUM BROTHERS, Chicago, Ill 
VANDERSLICE-LYNDS CO., Kansas City, Mo 
FAIRMONT CREAMERY CO., Omaha, Neb Cond 
L. C. NAISAWALD & SONS, INC., New York City 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa Oyster Shells 
NATIONAL OATS CO., Cedar Rapids, Ia Oat Products 
FERNANDO VALLEY MLG. & SUPPLY CO., Los 2 _ REO Alfalfa Leaf Meal 


Corn Germ Meal and Gluten Feed 

>rain 
Milo and Kaffir 
d and Dried Buttermilk 
Blackstrap Molasses 


HEALTH PRODUCTS CORPORATION TRATE Concentrated Cod Liver Oil 
USED 


BURLAP 


COTTON 
BAGS 


ALL BAGS VACUUM CLEANED 


ILLINOIS 


Leonard Rademaker has opened a feed 
store at Pekin. 

Economy Feed & Milling Co., Vandalia, 
operated by Fred Chappelear, has added 
a new line of farm implements. 

John Missavage has opened a new feed 
store at Marion. 

Gillespie Feed & Supply Co., Gillespie, 
has opened for business at Auburn. 

Farmers Grain & Livestock Co., Rush- 
ville, has installed a new feed mixer. 

Salem Grain & Livestock Co. has opened 
a feed store in the location formerly oc- 
cupied by F. A. Storment at Salem. 
Lewis Berthold is the proprietor. 

E. C. Graff, Springfield, has opened a 
feed store at Quincy and will operate a 
hatchery in connection with it. 

Jacob Kroll who founded the Galva 
Cereal & Feed Mill, Galva, which is now 
being operated by his son, George, passed 
away January 5 after an illness of one 
year. He was 80 years old. 

Leslie Lovitt who operates a feed mill 
at LaHarpe suffered three badly injured 
fingers when his hand was struck by the 
hammers of a mill. 

C. Meyer has purchased the Pfeffer 
Milling Co. property, Lebanon. 

Logan Myles is the new owner of the 
Marshall Feed & Produce Co., Marshall. 


aa. 


e ALLEN M. CHELLIS who operates a 
grain and feed business at Kezar Falls, 
Me., has joined the staff of the Davis 
Watson Co., Kingston, N. Y., poultry 
equipment dealers. His father, William 
M. Chellis, has taken over the business. 


CEREAL 


GRADING CO. 


MINNEAPOLIS 
Specialize in 


GOOD 
CORN and OATS 


For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


INDIVIDUALITY 


WE BUY 


TWINE 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


SPRING WHEAT FLOURS 
RYE FLOURS 


Commercial and Mill Feeds 


FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 
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IOWA 


Omar Mills, Inc., Omaha, Neb., has 
leased a two-story brick building, 401-411 
Park Avenue, Waterloo, which it will 
utilize as a wholesale grocery and feed 
warehouse. John E. Franz is branch 
manager. 

A. F. Childs has purchased the Gold- 
app trucking, feed and implement busi- 
ness, Silver City. 

Potgeter feed and coal store, Eldora, is 
being remodelled and a new front is to 
be erected. 

Farmers and Merchants Supply Co., 
Marshalltown, has opened for business 
with J. A. Breon as manager. 

Beaver Valley Milling Co. has obtained 
a permit to open a feed store at 3025 
Sixth avenue, Des Moines. 

Farmers Produce Co., Grinnell, has 
been opened for business by Floyd Stan- 
ley and A. L. Clevenger. 

P. M. Mettlin & Co., Reinbeck, have 
constructed a new addition to their plant 
to be used for grinding and mixing feeds. 

L. T. Larsen, manager, H. L. Munn 
Lumber Co., Huxley, is the proud father 
of a baby girl born New Year’s day. 


e WILLIAM H. DANFORTH, chairman 
of the board of Purina Mills, Inc., St. 
Louis, Mo., left January 19 from New 
York with his wife for a trip around the 
world. 


e PRO LAC MILLING CO. has reor- 
ganized and reopened for business at 543 
S. W. Seventh street, Des Moines, Ia., 
C. S. Hatch is manager. 


NOW IN STOCK 
at Waterloo 


The 1937 Anderson Super Heat 
Brooder Stoves and complete line 
of Anderson Feeders, Waterers, 
Etc. ... priced to fit the poul- 
tryman’s pocketbook ... write 
us for catalogue and net low 
prices to the feed dealer. 


Waterloo Mills Co. 


Iowa Distributors 
WATERLOO, IOWA 


You can increase your flour sales 
by recommending 


MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
Let us include MINNESOTA GIRL 
FLOUR in your next car of 
@ Queen Wheat Feed 
@ Cherokee Pure Bran 
@ Cherokee Middlings 


WIRE US FOR PRICES 


GUARANTEED 


CAPITAL FLOUR MILLS, INC, Minneapolis,. Minn. 


All poultry rations should include liberal quantities of DAIRYLEA DRIED 
SKIM MILK. Also good in all rations for calves, poultry and swine. Carried 
by principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


DAIRYMEN’S LEAGUE CO-OPERATIVE ASSOCIATION, Inc. 


11 West 42nd Street — New York, N. Y. 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 


Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


EXCELSIOR 


COMPANY 


MINNEAPOLIS, MINNESOTA 


HIGH QUALITY PRODUCTS 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FOR SALE or RENT 
Flour and Feed warehouse. Business established 
40 years. Eastern New York. Storage capacity 
20 cars. Bins for bulk grain 20000 Bushels. 
pe pa siding. Write P. O. Box 92 Rensselaer, 


KEEP POULTRY HEALTHY . 
UNIVERSAL YEAST Added to your laying 
mashes corrects digestive disorders. Aids the 
digestive process and helps control diseases. = 
creases hatchability. Rich in vitamins B and G 
Manufactured by RICE LABORATORIES. INC., 
Dassel, Minn. 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
SARDILENE OIL 


MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


DAKOTA MILLING CO. 
Mixed or straight cars 
MILL FEED... FLOURS 


510 Hodgson Building 
MINNEAPOLIS, MINN. 


TRUCK SCALE FOR SALE 
15 ton 9’x18’ platform scale. First class shape. 
Will sacrifice. Write DK-116, c/o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


FEED MIXER FOR SALE 
One ton capacity—fioor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 380 H.P. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


BUSINESS FOR SALE 
Feed and coal business for sale, located in 
Minnesota. Only one in town. Doing good busi- 
ness. Reason for selling, illness. Write Inde- 
pendent Elevator, Carver, Minn. 


HAMMER MILL FOR SALE 
Bauers Hammer Mill No. 3 and 50 H. P. 
Motor with power switches. Price $500.00. 
— Chas. J. Rein, Route No. 4, Fond du Lac, 
is. 


FEEDS AND FEEDING 

You should have the latest edition of Feeds 
and Feeding by Prof. F. B. Morrison. Contains 
300 pages more than former copies, including an 
entirely new chapter on proteins, minerals and 
vitamins. No person engaged in producing or 
handling feeds can afford to be without it. Only 
$5.00 per copy. THE FEED BAG, 741 No. Mil- 
waukee Street, Milwaukee, Wis. 


e D. W. OSBORN, 69, president, Osborn 
Hay & Milling Co., Oshkosh, Wis., died 
January 14 after a long illness. 


e WILLIAM E. DERRICK, eastern 
manager, Pillsbury Flour Mills Co., Min- 
neapolis, has been elected vice president 
and director of the company to succeed 
George A. Zabriske, New York, who has 
resigned. 


Established 1892 


Franke Grain Co. 


Incorporated 


GRAIN AND FEED 
Milwaukee Wisconsin 


DO YOU WANT 
TO SELL MORE 
DOG FOOD? 


@ We have developed a 
sure-fire plan for in- 


creasing sales of Dog 
Food. If you want 
more sales and more 
profit, write at once to 


Vitality Mills, Inc. 


Dept. FB-2 Board of Trade 
CHICAGO, ILLINOIS 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


MINNEAPOLIS, MINN. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


A.L. STANCHFIELD & CO. 
Wholesale CG and Feed Merchants 
502 Corn lem Bldg. Minneapolis 


In A Horry? 


Save time and money by sending your 
trucks to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since °92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


— DEMON = 
ROLLED OATS —— 


SWEETENED OAT MILL FEED 
CORN & OAT REPLACER 


Des Moines Oat Products Co. 


Des Moines, Iowa 


WAYNE FISH & COMPANY 
Exclusive Northwest Distributors for 
GLIDDENS 44% SOY BEAN OIL MEAL 


Representing Standard Brands, Inc. on 
BLACKSTRAP MOLASSES 


MINNEAPOLIS e MINNESOTA 


» FOR FEED CALL « 


““Stormy”’ 
IOWA FEED CORP. 


Phone 45177. Des Moines, Iowa 


e406 


@ Headquarters for PURE OLD PROCESS 


LINSEED MEAL 


Write for Delivered Prices 


NORTHWEST LINSEED MEAL CO. 


314 Flour Exchange Bldg. Minneapolis, Minn. 


The Seed For 


RUSSELL- MILLER MILLING CO. minneae 


MIXED FEED 
Wiring 


. BUILD 
BUSINESS 
with the 


FEEDER 
Eve 


THOUSANDS of hatcheries and 
feed dealers are using Universal 
Catdboard Feeders to help build 
business. You can now offer 
your customers a 24-chick 
capacity feeder at the price of a 
package of chewing gum—and 
every feeder can carry your 
advertisement. Sanitary—saves 
feed—allows all to have full 
feeding capacity. Brings new 
customers in and the old ones 
back. Millions have been used. 
Patented in U. S. and Canada. 
WRITE US ABOUT THIS 
SENSATIONAL FEEDER 


GENERAL 
BOX A 


BEST 
CHICK- 


MOEBIUS 
PRINTING 
COMPANY 


PRODUCERS OF THE 
FINEST IN PRINTING 
CREATORS OF PRINTED 
ADVERTISING That SELLS 
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Floor Stock Tax Losses 
Subject to Refund 


(Continued from Page Thirty-one) 

the provisions of the law he was required 
to pay the processing tax of approxi- 
mately $1.38 a barrel to the internal 
revenue collector or a total of $690.00 on 
this floor stock. Then suppose that he 
immediately raised his price on the flour 
and charged the consumer enough extra 
to cover the cost of the tax. Under such 
conditions he would not be entitled to a 
refund of the tax. If, however, he main- 
tained his prices at the usual level and 
absorbed the tax himself and can prove 
this to the satisfaction of the internal 
revenue department he will be in line to 
recover the money paid. 

Each claim, according to internal rev- 
enue department officials, will receive 
individual consideration and will go be- 
fore a board of reviews and considerable 
time will elapse before any actual pay- 
ments are made. 

Dealers who feel that they are entitled 
to the refund should fill out P.T. Form 
76 which is self explanatory and have it 
in the hands of the government on or be- 
fore June 30, 1937. 


ae 


e GENEVA MILLING CO., Geneva, 
N. Y., has been reorganized and will op- 
erate hereafter as the Finger Lakes & 
Hudson Flour Mills, Inc. The former 
C. C. Davidson Milling Corp. plant has 
been purchased by the company and a 
100,000 bushel elevator is to be built. 


e EBERSOLE MILLING CO., Clarence 
Center, N. Y., is erecting a new plant to 
replace the one recently destroyed by 
fire. 


e J. E. HIGMAN & SON, Millington, 
Md., have installed a new feed mixer. 


e SALEM FEED & PRODUCE CO., 
Salem, IIl., has purchased the Ellis May- 
tag & Implement Co. and will combine 
the two companies. 


e WALTER UEBELE, Burlington Feed 
Co., Burlington, Wis., left recently on a 
trip to Arizona. 


FLU VICTIMS 

Among the many feed dealers who have 
fallen victims to the influenza epidemic 
are George Illig, Waterford Mills, Water- 
ford, Wis., Frank Bohnsack, Farmers 
Feed & Fuel Co., Burlington, Wis., and 
E. J. Dunphy, Hartland Lumber & Fuel 
Co., Hartland. 


Wise Choosing Goes With Success 
AMPBEL 


Grain Commission 
Merchant == 


Milwaukee, Wis. 


DAISY BATCH FEED MIXERS 


Horizontal type. Capacities from 4% to 2 tons per batch. Requires only 
/ 3 _H.P. on 1-ton size. Loads, mixes, discharges and sacks a ton batch in 

12 minutes, Entirely self contained. Quiet in operation. Motor or belt 
drive. Write for complete information and low factory-to-user prices. 


R. R. HOWELL & CO. 


ch 2 MALCOLM AVE. S. E. 


MINNEAPOLIS, MINN. 


CORN OATS WHEAT BARLEY 


MULLIN & DILLON COMPANY | 
ee RELIABLE GRAIN MERCHANTS 
MINNEAPOLIS 


Jacobson Ajacs 


(Hammertype) Grinder 


Will put real profit in your feed 
grinding business. Many users say 
it is the fastest grinder in its power 
size regardless of price. 


Two sizes: 20-30 or3040HP. 


Belt or direct 
motor driven. 


Send for our 


new mi 
machinery 
catalog 
FREE 


A.E. Jacobson Machine Works, Inc. 


Sales Office: 405 4th Av. S. 
MINNEAPOLIS, MINNESOTA 


DENVER 
ALFALFA 
MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 


Milling & Products Co. 
LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 
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FOR BIGGER PROFITS... USE 


YEAST EX 


When Mixing— 


LAYING MASH 
CHICK STARTER 
GROWING MASH 
MINERAL FEED 
and | 

ALL LIVESTOCK FEEDS 


YEASTEX is the IDEAL FEED SUPPLE- 
MENT approved by thousands of leading 
poultrymen, hatcherymen, and_ livestock 
raisers. For faster growth, higher vitality, 
more eggs, and longer laying periods—USE 
YEASTEX! High percentage of live yeast 
cells assures excellent results. If you are a 
feed mixer, you can well afford to use 
YEASTEX because it is so inexpensive. 
Simply add two pounds of YEASTEX to 
every hundred pounds of dry feed concen- 
trate. The cost of adding YEASTEX 
amounts to only a few cents. Yet the addi- 
tion of YEASTEX will result in greater 
customer satisfaction because your “feed 
mix” will be far more palatable and pro- 
ductive. YEASTEX is a strictly top-grade 
product. Write today for Special prices in 
quantity lots. 


REEL PRODUCTS Co. 


720 OAKLAND AVE.N.E. 
CEDAR RAPIDS,IOWA 
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ILLINOIS 


@ If you need corn we can 
supply you with Illinois 
stock which is of excep- 
tionally high quality. Get 
in touch with us also for... 


FEED BARLEY 
OATS 


It Will Pay You to Get Our Quotations 


THE RIEBS CO. 


Grain and Stock Exchange 
MILWAUKEE WISCONSIN 


MAR 
CALCIUM 


98. CARBONATE 


There is no finer Lime Ration obtain- 
able than this outstanding Marble- 
head product. Manufactured under 
strict technical control from clean, 
- re, high calcium limestone. 98. 3% 
alcium Carbonate —96% through 200 
mesh screen. Packed in 100 lb. heavy 
towelling bags and branded. Complete 
feeding directions printed on every 
bag. Write for samples and prices. 


MARBLEHEAD LIMESTONE GF 
Evenly Sized-Hard Edges 
a. bulky, hard and sharp but 


because of high calcium carbonate 
content from sea shell formation, 
Marblehead Grits are over 99% digest- 
ible! Ideal composition for assuring 
heavy-shelled eggs and strong-boned 
chicks. Turkey to Chick sizes. Packed 
in 100 lb. Osnaburg bags. Write for 
samples and prices. 


i] Try MARBLEHEAD "98" ||| 
MARBLEHEAD LIME CO. 


160 No. LASALLE ST. - - CHICAGO, ILL. 
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Wholesale Flour & Feed Merchants, since 1900 


Quality, Value, Satisfaction 
Plus 
A Fair Price 


BRONCO 
GROUND GRAIN 
SCREENINGS 


14% Protein, 6% Fat, 15% Fiber 
Packed in new 100 Ib. Jutes 


Any Quantity ¢ Any Ship ment 


Write or wire today, for quotation 
delivered your station 


J. A. FORREST COMPANY 
MINNEAPOLIS, MINN. 


Clears Millfeed Clears Millfeed Oat ! Products Screenings 


SALT 


Highest Quality 


Prompt Service 


MORTON SALT COMPANY 
MILWAUKEE e WISCONSIN 
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will be eating your mashes 
this spring and summer... 


The more of your customers’ chicks that live and thrive on your 
starting mashes, the more growing and laying mashes you will 
sell this spring and summer. 


And one of the requirements of a good starting mash is adequate 
vitamin D. 


The Pennsylvania Agricultural Experiment Station, after taking 
into consideration all methods of measuring the efficiency of 
vitamin D for growing chicks, has concluded, in their Bulletin 
No. 334, that “in an all-mash ration fed to growing chicks reared 
in total confinement, 177 U.S.P. units of vitamin D per pound of 
feed are recommended, provided the calcium and phosphorus con- 
tent of the ration is adequate.” 


CLO-TRATE provides definite assurance that your mashes can 
always contain the optimum requirement of vitamin D (and A) 
because CLO-TRATE is carefully standardized to contain not less 
than 400 A.O.A.C. chick units of vitamin D and 3000 U.S.P. units 


of vitamin A per gram, and every batch is tested on both chicks 
and rats. 


So—in order that more chicks may live to eat your feeds for many 
months to come, use CLO-TRATE in all your mashes. 


HEALTH PRODUCTS CORPORATION 


MANUFACTURERS OF COD LIVER OIL CONCENTRATE PRODUCTS 
NEWARK, N. J. Dept. 3-M CHICAGO, ILL. 


LIVER OIL 


Stock 
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63 ft. schooner owned by a King Midas dealer in Milwaukee 


Full “Sales”! Ahead 


@ King Midas dealers are set full ‘‘sales” ahead to capitalize 
on the prestige which King Midas flour has earned by 
pioneering, developing and maintaining the highest j 
possible quality. 


@ They'll cash in on the swing back to better flour, result- / 
ing from increased purchasing power, and enjoy a full share " 
Mf Wil of the larger profits and more satisfactory business that : 

Wi comes hand in hand with the sale of quality merchandise. ’ 


Wil @ Today, King Midas quality leadership is more firmly in- 
Hil trenched than ever before. And King Midas pledges a 
Hi continuance of the policy that protects the dealer and en- 
Ht ables him to make substantial profit. 


MIDAS FLOUR MILLS 


MINNEAPOLIS, MINNESOTA 
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